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Complete Safe Deposit Record 
in One Kardex File 


NE movement exposes complete record of 
box holder, name, address, signature, and 
all necessary protective identification informa- 
tion. Call and service records, rental expirations 
and collection records are combined in the 
one file. Transparent color flashes indicate 
special instructions or classifications, delin- 
quent rental payments, expiration dates and 
other valuable information. 
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Your present record cards can be 
shifted to Kardex, increasing effi- 
ciency and speed of reference 50%. 


More than 10,000 banks are now 
using Kardex for central file, signa- 
ture cards, ledger accounts, 
security records, collateral 
records, note control, and 
other records. 


Telephone the Kardex office 
in your city, or write 


KARDEX, 478 Kardex Bldg. 


Tonawanda, N. Y. 


Branches Everywhere 


100,000 USERS 
MORE THAN 1000 
STANDARD CARD FORMS 


Letterhead 


to KARDEX, 
478 Kardex Bldg. 
Tonawanda, N. Y. 


(Enclose record forms 
you are now using.) 
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of Kardex for 
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Box Records 

SecurityRecord 
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Addressed Envelopes’”’ 


—But It Also ‘‘Fills In’’ Letters! 


—with better results than does a typist, state many 
banks! Now we can follow up our depositors and 
those who should be. Our appeals will be as personal 


as dictated correspondence—and regular because 
EASY to mail. 


— Also Heads and Dates Statements! 


—exactly like best gsm (thru ribbon) and 10 
times faster than clerks or typists do it now. Good- 
by monthly statement errors, delays and drudgery! 


—(Of Course We Will Try It Free! 


When thousands of other banks and financial houses 
— Addressograph advantages, ma coupon 
low ought to pay us too! (No obligation. 


908 W. Van Buren St., Chicago 
Factories: Chicago, Brooklyn, London 


5750 


F. O. B. CHICAGO 


Hand, Foot or 
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a The lobby of The National Bank bes 

of Tacoma, Tacoma, Washington, of 
with its complete battery of Art "C 
Metal omnibuses wheeled out for gui 
variety of sections incorporated to als 
-make each omnibus most valuable wh 
to the particular department it rea 
: serves. 


H 


a mnious | i: 


HE different requirements of banks for A 


, filing devices on wheels can almost invari- yo 
sections and his cow ably be met by combining appropriate units 
4 from our wide variety of stock filing devices. 

We make this selection to fit your individual in 
needs. The resulting omnibus is a permanent ca 
unit which has all the conveniences of a built- bt 
to-order truck at a stock price. ea 
Specially built trucks are a feature of Art Metal Service. a 
We are equipped to build special trucks most econom- wi 
ically for use in such departments as teller, discount or A 
exchange cages. These may be designed to embody 
any desired features. ' ti 
Ask for catalog 763, or write us your requirements and de 
donee pommnd Se-pumivaneie we shall be glad to furnish fuller details or submit i 
a total capacity of fo 
$2,215.00. ol 
ol 
JAMESTOWN, NEW YORK 


Steel and Bronze Equipment for Banks Steel Office Equipment, Safes and Fils | 
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The Editor's Indorsement 


PRESENT ED formally — herewith en- 
closed please find, etc. —in this month’s 


-eontents are two timely articles indorsed in 


this department last month for May de- 
livery. Let’s repeat, for the sake of em- 
phasis, that they merit a careful reading. 
Comes spring at last, breaking the hold of 
a winter tenacious and severe, taxing the 
memory of the oldest inhabitant for the 
beat of it. Then the rebound, but plus 
and multiplied by n as in Permutations and 
Combinations of The Calculus. Stimu- 
lated to rise from the late depression are a 
host of farmers in their hopefulest mood 
and an ebullient stock market, skylarking, 
Piggly Wiggling (if we must pun) —all 
coming with demands directly or indirectly 
upon the loaning capacity of the bank. 
Of course they require credit—but tem- 
pered and distributed according to the 
dictates of sober judgment to serve the 
best interests of all. That is the viewpoint 
of Dr. David Friday in his discussion of 
“Constructive Credit for the Farmer.” A 
guide to accurate appraisal in relation to 
collateral and investments is to be found 
also in J. Edward Meeker’s explanation of 
what “Listing on the Stock Exchange” 
really means—a great deal and exactly 
nothing so far as guarantee of investment 
value is concerned. 


‘OW long will the boom last? The 
question is persistent everywhere, 
and is not to be ignored, coupled with the 
next one in logical order: Are we going 
toofast? Are we setting the stage, in other 
words, for another disastrous period of 
inflation? Pertinent is the review of the 
symptoms of inflation and the conclusions 
drawn by ia’ W. Carlisle, of the 
Guaranty Trust Company, on page 21. 


NORFOLK bank writes: “We are 

ye an effort to install an efficiency 
system and are writing to inquire whether 
you will be good enough to assist us by 
furnishing certain information which we are 
led to believe you have.” We supplied the 
two articles requested, both published three 
years ago, and then recommended the one 
in this issue entitled ““The Measure of the 
Staff’s Capacity.”” Observe that they don’t 
call it “efficiency” in this Baltimore bank. 
They don’t require the services of an 
efficiency expert. But the rating on each 
employee is determined by averaging the 
conclusions of three of his co-workers. And 
it is used largely to help the good man grow 
—as a guide for prescribing training that 
will correct his weaknesses. 


ALONG came W. B. Millen, of the Capi- 
tal National Bank, St. Paul, to renew 
acquaintance while attending the conven- 
tion of the Bankers’ Association for Foreign 
Trade in Detroit late in March. Mr. Millen 
described, in the April issue, the thorough 
job of dairy promotion that the Sioux Falls 
Trust & Savings Bank is doing in South 
Dakota. On the program for the same 
foreign trade convention was Wilbert Ward, 
of the National City Bank, New York, 
introduced (indorsement waived) to readers 
of The Burroughs Clearing House in April. 
He is authority on the Commercial Letter 
of Credit. He will present some interest- 
ing legal phases of, the subject soon. 


Not everybody will agree that the Madi- 
son bank’s plan (page 13) of giving 
currency away —real money —for new ac- 
counts is good business. But the bank 
justifies it with the conviction that a ve 

profitable percentage of the accounts will 
stick. They base the conviction on the re- 
sults of an earlier campaign with cameras as 
prizes tocustomers, which customers showed 
a neat profit on the books six months later. 
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Mr. Olson, by the way, deserves the thanks 
of this commentator for his observance of 
the three fundamental principles in writing 
as well as public speaking: (1) Have 
something to say; (2) Say it; (3) Sit down. 
Simplicity’s the thing. And incidentally 
he admires to acknowledge that he found 
the source of his idea in The Burroughs 
Clearing House of May, 1922, describing a 
birthday celebration of a Louisville bank. 


J G. W. PERDUE, cashier of the Bank 
of Delmar (Delaware) wrote: “I wish 
to thank you for the clear, concise and com- 
— article ‘Ready for Income Tax Regu- 
ations’ by Frank 
issue). I believe thousands of small banks 
will appreciate this article.” Mr. Beach, 
who is auditor of the Hibernia Commercial 


oomis Beach (February. 


& Savings Bank, of Portland, Ore., is a 
master of system and of concise, unembel- 
lished presentment of it. Therefore we 
indorse his contribution ““Window Enve- 
lopes and Forms to Fit” in this issue. 


WE DISMISS King Tut-Ankh-Amen with 
two references by Frank J. Campbell 
and T.D. MacGregor in this issue. Perhaps 
it is too much to hope that bank copy 
writers will dismiss him thus lightly. 


R a panorama of frenzied finance in 

the late ’70s and ’80s, try Theodore 
Dreiser’s ‘““The Financier” and his sequel 
to it “The Titan”; scenes Philadelphia and 
Chicago and the hero a well-known traction 
magnate thinly disguised. The first is less 
lurid and probably a truer picture. H.S 
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Few 


Reflections 
Regard 
Hupmobile 


VERY MAN is an ad- 
vocate of his own car 
in sheer self-defense un- 


less and until it becomes intol- 
erable. 


But if you could dig down into 
the minds of the overwhelming 
majority of men who own cars, 
you would find that nearly all of 
them believe implicitly in the 
Hupmobile. 


If they could indulge in the lux- 
ury of entire frankness without 
casting doubt on their own 
choice, they would probably say: 
Buy a Hupmobile. 


This general attitude toward the 
Hupmobile is rare enough to be 
worth recording, because it goes 
to the very root of wise automo- 
bile buying. 


It could not exist—this general 


habit of making an exception in 
favor of Hupmobile high quality 
—if the exceptional qualities 
themselves did not exist in the 
Hupmobile. 


People in the mass do not con- 
tinue to see superiorities in a 
motor car over a long period of 
years, unless the superiorities are 
actually there. 


And it is an indisputable fact that 
motorists in the mass do spon- 
taneously, continuously testify 
to merits in the Hupmobile 
which make it the wisest, sound- 
est purchase possible in its class. 


T is interesting to look back 

and see how Hupmobilesales 

have steadily advanced for fif- 
teen years. 


The Hupmobile business was 
neither conceived, nor devel- 


oped, on the theory of huge 
volume, but rather on the con- 
viction that Hupmobile would 
make itself known and fix a firm 
place for itself through down- 
right merit. 


ND Hupmobile’s total sales 

have gone steadily up, up, 

up, —its market constantly broad- 

ening—a sound, substantial, per- 
manent thing. 


All of these things should inter- 
est the buyer, because they 
represent precisely what he is 
looking for when his mind holds 
fast to the one safe principle of 


all sound buying. 


By the one safe principle of 
all sound buying we mean the 
principle of proven value as it 
exists in any good product such 
as the Hupmobile. 
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Constructive Credit for the ‘Fever 


Distinguishing Between Productive and Speculative Loans 
Will Encourage cite aierccas and Perform a Distinct Service . 


3 pes problem of deciding how much 
credit the farmer shall have and 
for what purposes it shall be loaned to 
him is a part of the larger question of 
the best distribution of our supply of 
liquid capital among the various 
industries and those who manage and 
operate them. The supply of capital 
during any one year consists of the 
savings of that year; of the amount by 
which the price of our products exceeds 
the sum spent upon things we consume. 

A portion of the funds thus saved is 
deposited in the banks, and another 
part is paid to the banks by borrowers 
to extinguish loans previously made. 
The sums thus deposited or repaid to 
the banks constitute the liquid capi- 
tal which the banker may loan to some- 
one in the form of bank credit; or may 
use for the purpose of purchasing stocks 
and bonds to be held as investments. 

The problem of directing this liquid 
capital into the channels where it 
shall contribute most to the welfare of 
our industrial society devolves upon 
the banker. It is his peculiar func- 
tion. Since we are a growing and 
expanding nation, the control of the 
flow of these new funds which are 
saved annually gives him a position 
of unusual influence and power in 
directing and controlling the course of 
our industrial process. 

Every productive operation in agri- 
culture, as in other industries, requires 
capital. This is merely to say that it 
requires machinery, buildings, live 
stock and feed. All such commodities 
are accumulated out of the results of 
past effort. That effort, in order to 
produce these capital goods, had to 
be directed to the production of things 
which are not used immediately in 
maintaining our standards of living. 

But while all agricultural production 
requires capital, it does not necessarily 
require bank credit. A man who saves 
his income by spending less on his liv- 
ing than he receives for his product 
acquires by that process exactly the 
same thing that he gets when he 
makes a loan at the bank. He gets the 
capital by saving rather than by bor- 
rowing; he has created it himself by 


By DAVID FRIDAY 
President, Michigan Agricultural College 


consuming less than the price his 
products would buy. When he makes 
a loan he gets, through a bargain evi- 
denced by a note or mortgage, the 
capital which someone else has saved 
and deposited with the bank. 


David Friday 


It is well to call attention to this 
fact, because much of the recent dis- 
cussion concerning the necessity of 
credit facilities for agriculture would 
lead one to believe that it was impos- 
sible for the farmer without the aid of 
bank credit to carry on productive 
operations extending over several years, 
such as the raising of a dairy cow or the 
growing of an orchard. It is entirely 
possible to accomplish this without 
any borrowing, as we all know. If, 
during the period that the animal or 
the orchard is growing, the farmer 
devotes the product of his labor to 
providing feed for the animal or to 
cultivating the orchard, instead of 
living it up, the operation can be car- 
ried through perfectly. In fact, most 


of our agricultural production is car- 
ried on in just this manner, and is 
financed by the farmer’s own saving 
and capital accumulation. Only the 
man whose ability as a manager is 
greater than his capacity as a saver 
has any need for capital or can safely 
be trusted with it. 

Credit is of help to the farmer pri- 
marily when it aids him in carrying on 
productive operations at a cost so far 
below the selling price that he can pay 
the interest out of his profits and have 
a margin over for himself. It is worth 
while surveying the agricultural situ- 
ation, therefore, with a view to dis- 
covering where credit can function 
most effectively in increasing the farm- 
er’s profits. 

Before passing to this review it is 
well to note that bank credit can be 
put to uses which are not themselves 
productive. This is clearly the case 
when money is borrowed and used 
merely to maintain a more pretentious 
standard of living. Such loans are 
rare. But when a farmer borrows 
money for the purpose of holding his 
crop for higher prices the act is not one 
of production, but of speculation. The 
hope of profit here is not from the pro- 
duction of goods, but from a change in 
prices; this is the essence of all specu- 
lative activity. 

Likewise, the use of bank credit for . 
the purpose of purchasing land and 
buildings already constructed does not 
in itself lead to an increase in produc- 
tive activity. It is only when the new 
purchaser is more efficient than the one 
who sold that the change of ownership 
brings any increase in production. In 
fact, the capital in such a case may not 
go into agricultural production at all. 
When a farmer sells his farm and retires 
to a near-by village where he builds 
himself a house with money which the 
purchaser of the farm acquired by bor- 
rowing at a bank, the capital presented 
by the loan does not go into agriculture 
but into a city or village home. The 
farm merely served as security for ob- 
taining the loan. 

The difficulties which bankers have 
experienced during the last few years 
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in their loans on farm mortgages in a 
state like Iowa are due largely to this 
fact—that the interest on those loans 
must be paid from the products of the 
farm on which the mortgage was given; 
while the capital which the loan repre- 
sents did not go into additional fertilizer, 
animals and machinery on the farm, 
but into the construction of city resi- 
dences in Los Angeles, or worse still, 
into oil stocks. 

One of the difficulties in many of 
our agricultural sections arises out of 
the fact that both bankers and retir- 
ing farmers have been more interested 
in land speculation than in increasing 
the volume and efficiency of agricul- 
tural production. If all the additional 
money loaned on farm mortgages dur- 
ing the past decade represented addi- 
tional investment on the farms them- 
selves, there would be little difficulty 
in meeting both principal and interest. 

But much of the capital represented 
by these loans does not exist in the 
form of additional fertility, machinery, 
or cattle on the farm, but consists of 
houses, automobiles and business 
blocks in the cities where the retired 
farmer or other former owners of our 
agricultural lands have taken refuge 
from the heat and labor of farm work. 
In fact, there would have been but 
little expansion of agricultural mort- 
gage loans during the last ten years 
were it not for the desire of the former 
owners to realize that advance in 
values commonly known as “‘unearned 
increment.” 

If the banker desires to promote 
agriculture, as distinguished from land 
speculation, he will loan money for 
purposes of agricultural production, 
for the improving of methods, for bet- 
ter machinery, for better animals, for 
fertilizer. It is too optimistic to 
expect that loans to farmers shall be 
strictly limited to these purposes, but 
this is the direction in which progress 
lies. What, then, are the lines of 
opportunity for useful employment of 
capital in agricultural production? 


_ Next generation of cows. 


The outstanding lines of opportu- 
nity are those which result in decreasing 
costs of production and the raising of 
crops more profitable than those grown 
upon the land in the past. The 
decrease in cost must come from the 
substitution of more efficient units of 
production for those which are now 
employed so largely in carrying on the 
operations of the farm. Anyone who 
studies the situation in America with 
a view to formulating a program for the 
agriculture of the nation or for any 
state is impressed above all things else 
by the great range of difference in the 
efficiency of the various units which 
the farmer employs in carrying on his 
business. 

Dairy cows are an excellent illus- 
tration. There are 21,000,000 dairy 
cows two years old and over in the 
United States. These give, on the 
average, only a little over 3,000 pounds 
of milk apiece per year. Since there 
are many commercial herds whose 
average output is 6,000, 8,000, 10,000 
and even 12,000 pounds per cow— 
while individual animals have records 
much higher than these amounts— 
it must be clear that half the cows in 
the United States give well under 
3,000 pounds of milk per year. 


Tue elimination of the poorest one- 
fourth, or 5,000,000, of these cows 
would reduce the output of milk by 
only one-sixth. This loss in milk pro- 
duction could be recouped in its 
entirety by an improvement in the 
feeding of the remaining cows. Any- 
thing that bankers can do to expedite 
this process will accomplish two pur- 
poses. It will reduce the cost of pro- 
duction for dairy products and it will 
eliminate the unfit units which would 
otherwise become the mothers of the 
There are 
770,000 dairy bulls one year old and 
over in this country. Two-thirds of 
these are scrubs, not fit to be the father 
of any dairy cow. This half-million 
scrub bulls should likewise go to the 
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block for sausage meat, and in their 
place should be substituted pure-breq 
sires. These will become the basis oj 
improved herds in the next generation. 

The importation into many sections 
of pure-bred sires from other parts of 
the country is one of the most produc- 
tive uses to which capital can be put 
in our agricultural regions. It will not 
call for a great deal of new capital, for 
the unfit dairy cattle will bring a suf- 
ficient price as beef to supply a large 
part of what is needed for the acquisi- 
tion of the superior animals. But all 
farmers will not be equally active and 
will not show the same initiative in 
eliminating the poor cows and scrub 
bulls and substituting superior ones. 
All able dairymen who can be induced 
to become leaders in this movement 
shouldhave the unstinted support of 
our credit facilities. 

The possibilities of this sort of im- 
provement are by no means confined 
to the dairy industry. The same thing 
holds for chickens, hogs, sheep and 
beef cattle. In many of these lines 
there will be less demand for credit 
than in the field of dairying, because 
it takes a shorter time to bring the 
animal to productive age. But differ- 
ences in method lead to wide 
differences in cost of production and in 
profit, and it is the banker’s business 
to discover the men who are willing 
and able to employ capital in such 
manner as to eliminate the unfit units 
from agricultural production. 

In many portions of the country 
there is a large opportunity for the 
employment of capital in the produc- 
tion of new crops. Great portions of 
land in the country east of the Missis- 
sippi which are yielding crops of but 
trifling value today would grow large 
and profitable crops of alfalfa. The 
establishing of the original field is an 
expensive process, however, and will 
commonly cost $20 to $25 per acre in 
labor, lime and seed. This is one of 
the most desirable uses for agricul- 
tural credit. The same holds for the 
purchase of certified seed of superior 
strains in crops like beans, potatoes. 
wheat, oats, and barley. 

With our declining soil fertility and 
with the increasing cost of labor, the 
farmers must be brought to realize 
more and more that it is possible to 
raise as large a crop with the use of 
fertilizer on a small acreage as witb 
unfertilized land on a large acreage. 
In other words, it is possible to sub- 
stitute for labor, capital in the form of 
fertilizer. The use of lime and ferti- 
lizer in the treatment of our soils and 
in their preparation for crops involves 
a larger use of capital, but in the long 
run a smaller outlay for labor. It is 
akin to the use of automatic machines 
in a manufacturing establishment 
where a larger investment in mechani- 
cal devices reduces the labor cost later. 
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There are sections in the country, 
like North Dakota, South Dakota, 
certain parts of Minnesota and Wyom- 
ing, and the South, which have been 
one-crop regions heretofore, where 
farming must be diversified. These 
will require an importation of cattle 
and hogs. The bankers can do much 
to hasten this process, both by with- 
holding loans from the farmer who will 
not diversify, and by furnishing them 
to those who will. But always the 
function of the banker should be to 
encourage the more efficient methods 
and the more competent men by fur- 
nishing a liberal supply of capital; and 
to discourage incompetence by the 
withholding of capital. If bankers will 
cease taking a merely passive attitude 
in this matter, and will look actively 
to the promotion of a more effective 
agriculture as well as to the security 
for their loans, they can render both 
the farmer and the nation a distinct 
service. 

There are always those who fear that 
any proposal to extend bank credit to 
agriculture on a liberal scale will lead 
to a raiding of our credit facilities and 
toinflation. It is a safe prophecy that 


nothing of the sort will occur during 
the next decade. The United States 
Department of Agriculture made a 
careful estimate of the amount of 
bank credit loaned to farmers on mort- 
gages and notes, based upon returns 
from 13,544 banks. The Department 
came to the conclusion that less than 
one-fifth of the total loans of banks 
were made to agriculture. This varied 
widely in the different sections. In 
the Middle Atlantic states, comprising 
New York, New Jersey, and Pennsyl- 
vania, less than 2 per cent of the 
loans were to farmers. In the West 
North Central states, reaching from 


Minnesota to Missouri and including ~ 


Iowa and the Dakotas, almost 60 per 
cent of the loans went to this industry. 


Twat was over two years ago, and 
bank loans at that time stood at a 
point 50 per cent higher than in 1918. 
Since that time these loans to agri- 
culture have contracted somewhat, and 
they will probably continue to do so 
for some months yet. Just as expan- 
sion of loans in the interior continues 
for the greater part of a year after it 
has ceased in the money. center at New 


York, so contraction continues in the 
farming districts when loans have 
already resumed their expansion in the 
center. The expansion of bank loans 
in the agricultural sections of the 
country from 1914 to 1920 was mark- 
edly larger than in the industrial and 
financial centers. This increase of 
credit for the most part supported not 
production but speculation in lands 
and other agricultural products. The 
losses suffered during this orgy of loan 
expansion have made the rural com- 
munities gun-shy of another similar 
outburst of borrowing. 

One of the reasons why the demand 
for capital in our farming communities 
has been and will be less pressing than 
in our cities is to be found in the rela- 
tive growth of population in the two 
communities. During the last decade 
the number of people on farms has not 
increased at all. Even in the last 
twenty years the growth has been less 
than 10 per cent. But the number of 
houses on farms has increased and their 
quality has been greatly improved. 
There is, therefore, no housing shortage 
in the rural community. The demand 
for capital which arises out of the 


The model dairy barn and herd of ag ep of the Sioux Falls Trust and Savings Bank Easteanains its own farm and PRG! 


for state-wide promotion of dairying in South 


COURTESY DEPARTMENT OF AGRICULTURE 


Saturday morning in the municipal market for farmers at Perth Amboy,N. J. 


Alfalfa, corn and Hereford calves, a winning combination 
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necessity for constructing homes in 
which to house the ever-growing popu- 
lation of our cities and business 
buildings with which to serve them 
has been entirely absent in the farming 
community. The capital needs of the 
farmer are confined to those for ma- 
chinery, fertilizer, better animals, and 
improvements like drainage and or- 
chards. These must be moderate in 
amount when the population is prac- 
tically stationary, as it will be for the 
next decade. 

There is no reason, therefore, why 
the legitimate needs of agricultural 
production, as distinguished from land 


speculation, should not be liberally - 


supplied. In most of our farming 
communities the credit needed for 
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"RE too conservative, too cold. 
We must do something to follow 
the trend of the times—show our 
human side, meet people half way.’ 
“In just what way do you suggest?” 
“Well, for one thing, we ought to 
have an eléctric sign on the building —”’ 
It would be interesting to know in 
just how many board rooms conver- 
sations like this have taken place in the 
last six months. It starts with a gen- 
eral suggestion of policy, it always ends 


these purposes will come from the 
deposits of the farmers themselves. 
With an aggressive and efficient agri- 
culture our American farmers will be- 
come an important investing class. 
It will not be necessary, therefore, to 
import any considerable amount of 
capital into most of these regions from 
the outside. The majority of our 
communities are no longer new, and 
the need for outside capital is, there- 
fore, fast disappearing. Where this 
need does exist it should be filled by 
some institution other than the banks, 
such as the life insurance companies or 
other investment concerns. 

What the great mass of our farming 
communities need, especially in the 
Middle West, is an intelligent direction 
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of the flow of credit into agriculture. 
The banker has been made trustee of 
the new capital of the community. 
If he will administer this trust for the 
promotion of agricultural methods and 
practices which shall reduce costs and 
improve the quality of output, he will 
be rendering the community and him- 
self a service which will result in the 
enrichment of all. 

At bottom we are all striving to- 
gether to produce a nation where want, 
uncertainty and business depression 
shall be no more. With proper co- 
operation it is possible to have an indus- 
trial system in America so efficient that 
the means of wellbeing shall be available 
for all. To this end must the banker 
and the farmer strive co-operatively. 


Heritage of the Electric Sign 


By C. B. McCUAIG 


in a discussion of the merits and de- 
merits of electric signs. 

Shall the bank use them? That is 
an issue which is pretty sure to bring 
the dullest board meeting to life, for 
it may be noted that bank officials who 
have opinions on this seemingly un- 
important subject, have very decided 
opinions. 

Time was, and it is not so long ago, 


London tavern signs “The 


by Jacob Larwood 


that the bank with substantial stand- 
ing in the community would as soon 
have thought of letting its president 
sit outside the door all day long playing 
poker with a foursome of bootleggers 
as to have allowed an electric sign on 
its building. But in late years there 
has been a change. The illuminated 
sign is no longer a thing taboo. Ii 
has its place on some of the country’s 
largest financial institutions, and not 
alone the largest but in many cases 
banks that have long maintained a 
reputation for conservatism and respect 
for tradition. 

Now what is the discussion all about? 
What is there to the claim that the 
electric sign is the proper insignia for 
the modern bank? What is there to 
the belief asserted with equal fervor 
that it is “cheap” and “claptrap,”’ an 
emblem of modern decadence, more 
fitting to the hurdy-gurdy than toa 
sound financial institution? 

If we judge things by their antiquity 
we must give the electric sign or rather 
the signboard, of which it is simply 
the modern manifestation, a place of 
honor. Long before the first white 
man ever stood on North America or 
before the first Roman set foot in 
England for the matter of that, the 
signboard was an established institu- 
tion. The ancient Egyptians and 
Greeks are known to have used signs 
but it is in the Roman Era that we 
first find the signboard firmly en- 
trenched. There are many references 
on record regarding the signs which 
flourished in the vicinity of the Forum 
and even on the public buildings of 
old Rome were writings which corre- 
sponded closely to the signboards of a 
later day. A few were painted, but as 
a rule, they appear to have been made 
of stone or terra cotta relievo, and let 
into the pilasters at the side of the 
open shop fronts, not unlike in general 
design and purpose one type of electric 

(Continued on page 50) 
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CLEARING HOUSE 


Inclination | Initiative |Onginality| Total 
| | | | increasing” 
Survey of Employees | Cre! | | | 
Punctualiiy Leadership systems 
Employees 25% 20% 15% 15% 15% 10% 100% 
John W. Brown 23 17 13 14 12 9 88 98} 96 3 
William H. Smith 24 14 12 14 8 78 96 94 4 
Geo. A. White 20 12 ‘ 13 10 7 81 99 98 1 
Ray V. Allen 25 14 14 12 9 93 94 98 2 
ae Oren 19 1 12 15 10 84 95 96 5 
Alfred L. Jones 23 14 11 12 8 84 93 93 7 
Thos. J. Whiteley 24 14 12 14 9 91 90 92 6 
Ino. E. Buckley 22 12 14 13 5 85 93 95 9 
W. P. Pendleton 20 12 10 14 8 80 99 97 8 
Es He Tucker 24 10 13 12 9 87 98 96 10 
Efficiency of force 224 176 126 125 128 62 851 958 958 
__}250_ | 200 150 | 150 150 100 | 1000 | 1000 | 1000 
peficiency of force 26 24 24 25 22 ” a 


The Measure of the Staff's Capacity 


A Method of Rating That Grew Out of a Desire to Handle 
New Business Featuring Various Kinds of Joint Accounts 


HREE years ago the Central 

Savings Bank, one of the oldest 
mutual savings banks in Baltimore, 
found that unless it adopted more 
progressive methods it was headed for 
a rut. This also was the situation 
with other mutual savings banks in 
the vicinity. 

Although the immediate necessity 
was for methods of increasing new 
business, the bank officials kept cool 
and did a wise thing. And therein is 
the secret of the success of this bank, 
which in one year secured 2,594 new 
depositors and is now the fastest grow- 
ing savings bank in Baltimore. 

They decided that before starting 
out on a campaign for new business 
the first thing necessary was to oil the 
organization to enable it to handle the 
new business efficiently. 

The bank is now modern in every 
respect. It specializes in service. It 
boasts of fifteen different forms of 
savings bank accounts. And it will 
introduce any other forms the com- 
munity wants, regardless of the ex- 
pense entailed. Recently the bank 
introduced the budget savings account 
idea—an account to pay the coal bills 
during winter, another account to meet 
the insurance premiums, another ac- 
count to meet taxes the first of the 
year, and so on. A man or woman 
can open seven or eight separate 


By J. K. NOVINS 


accounts in the bank, besides the 
regular savings account. 

These features are successful because 
of one thing. The bank organization 
was greased to handle all the riew busi- 
ness. Recently James D. Garrett, 
treasurer, took a count of the number 
of depositors handled in four hours by 
eight men. During that time the 
eight clerks handled 1,051 depositors. 
It took one minute and twenty-seven 
seconds to handle each transaction, 
without a single instance of discourtesy 
or noticeable brusqueness. 

To bring about this point of efficiency 
Mr. Garrett introduced two ideas. 
The first one concerned itself with the 
individual clerk. He printed up a 
special chart. In the left-hand column 
appear the names of the clerks. In 
other columns appear the various rat- 
ings earned by each man. Above the 
column appears the maximum rating 
each man can receive. 

The ratings are for clerical ability, 
banking knowledge, business ability, 
inclination, initiative, originality, loy- 
alty, courtesy, and popularity. Intwo 


other columns are set down the present 
salaries of the men, and the proposed 
increases. 

By clerical ability is meant accuracy, 
speed and neatness. 


The subheads 


under banking knowledge are technical 
and general knowledge. In judging a 
man’s business ability the bank takes 
into consideration his tact in handling 
customers, his address, judgment and 
salesmanship ability. Under inclina- 
tion are willingness, volunteered serv- 
ice, cheerfulness and punctuality. 

By initiative is meant a man’s 
ambition, progressiveness, energy, 
application and leadership. In testinga 
clerk’s originality, the bank officials 
take into consideration his various 
suggestions for increasing business and 
improving systems. 

A total of 100 per cent is set aside 
for these qualities, the percentages 
being apportioned as follows: clerical 
ability 25 per cent, banking knowledge 
20 per cent, business ability 15 per 
cent, inclination 15 per cent, initiative 
15 per cent, originality 10 per cent. 

Loyalty, courtesy and popularity 
are separate. Loyalty and courtesy are 
measured in percentage, maximum 100, 
while popularity is designated by a 
number indicating degree of popularity 
in order—like (1) most popular, (2) 
second most popular, etc. 


On the bottom of the chart are wit: 


down the total percentages earned by 
the entire force as compared with the 
maximum efficiency required of it, and 
below that the deficiency of the force. 
This is derived by deducting the total 


is : Nine 
y. 
| PRESENT | PROPOSED 
by SALARY | INCREASE 
nd 
he | 
to- 
nt, 
ion 
US- 
nat | 4 
ble = 
ker 
ly. 
n | 
nd- 
oon | 
lent 4 
| On | 
ited 
{ 
| 
{ 
i 


[Can You Beat It? oniSicine By Maurice Ketten | 


Courtesy of Wee York Bvening World. 


| 


Borrowed to point the moral 


efficiency of the force from the maxi- 
mum efficiency. 

Let us see how this applies to one 
man. John W. Brown has earned 23 
per cent for clerical ability. This is 


2 per cent below the maximum, so . 


that his rating is pretty good. He 
has received 17 per cent for banking 
knowledge, the maximum being 20 per 
cent. For business ability he receives 
13 per cent, 2 per cent below the max- 
imum. He is only 1 per cent below the 
maximum 15 per cent for inclination, 
3 per cent below the maximum for 
initiative, and 1 per cent below the 
maximum for originality. He receives 
a total of 88 per cent efficiency, which is 
12 per cent below the maximum re- 
quired. 

For loyalty to the institution Brown 
receives 98 per cent, which is 2 per cent 
below the maximum, for courtesy 96 
per cent, and he is the third most pop- 
ular man in the organization. It is a 
standing rule that a man must not 
receive less than 95 per cent for cour- 
tesy, otherwise he is not a desirable 
man for the bank. 

It is not always that the most pop- 
ular man is most efficient, as evident 
in the chart which shows that George 
W. White, No. 1 in order of popularity, 
is No. 8 in order of efficiency. 

For the ten men whose names appear 
on the chart a total maximum eflfi- 
ciency of 1,000 is required, but they 
have earned a total of 955, which 
makes a total of 45 deficiency for the 
force. Or, while a total of 250 for 
clerical ability is required of the ten 
men, they have earned only a total of 
224, which means that they are defi- 
cient 26 points in clerical ability. 

By glancing at the chart Mr. Garrett 
can tell in a second just how efficient 
one man is, in what respect he is defi- 
cient and what the total efficiency of 
his entire clerical force is. 

This chart is filled out at the end of 
each year. According to Mr. Garrett, 
five men secure the data about each 


clerk before his ratings are set down. 
These are Mr. Garrett, the two assist- 
ant treasurers, and two other clerks 
who are designated to keep an eye on 
their man. They usually are men of 
opposite temperaments, to allow for as 
much divergence of opinion as possible. 
But, Mr. Garrett says, the individual 
opinions never vary much, which is a 
true indication of the trustworthiness 
of the ratings. 

No man knows which men in the 
employ of the bank have been desig- 
nated to keep tabon him. The report 
is kept by Mr. Garrett and is usually 
presented to the Board of Directors 
when salary increases and bonuses are 
discussed. 

Unless a man’s record is either very 
encouraging or very discouraging he 
is not told of his ratings. And even 
when a report of a man is so good that 
he is granted an increase, there are 
points in which he is somewhat defi- 
cient. In that event Mr. Garrett has a 
talk with his man, suggesting methods 
of improving himself, and frequently 
recommending educational courses that 
will correct weaknesses and thus build 
even higher ratings. 

Since the system was put in practice 
two men were dropped from the bank, 
for their own good, for it was thought 
that they could do better work in some 
other business. 


Tue second improvement in person- 
nel was a natural outgrowth of the 
first one. The bank officials feared 
too much efficiency. Before doing 
anything else Mr. Garrett began to 
educate his employees on that point. 
He noted a comic cartoon in the New 
York Evening World which seemed to 
furnish good material for such educa- 
tional work. It showed a man entering 
a savings bank to start an account. 
First he is examined by a burly door- 
man, who passes him on to an infor- 
mation desk, where he is asked endless 
questions, such as “Does the money 
belong to you?” ‘“‘Where did you get 
it?” and then to another desk, where 
he is asked his mother’s maiden name, 
and then to another desk where an 
authoritative individual asks some 
more intimate family history, so on 
through toa state of mental and physical 
exhaustion. 

Mr. Garrett made each clerk a unit 
by himself, trained in every phase of 
bank work and thus qualified to han- 
dle any task. Furthermore, every 
employee, from treasurer down to 
junior clerk, was to have his chance 
at the teller’s window regularly. 

To place his clerks in intimate touch 
with the depositor, Mr. Garrett sent 
them out regularly to solicit business 
in homes, stores.and factories. . 

Of course, the clerks were to go out on 
off hours, but they must call up the 
bank regularly to find out whether they 
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were needed inside, or to ask for help 
outside if they needed it. 

This alone, Mr. Garrett found, has 
made the clerical force more aggressive 
and progressive, and capable of han- 
dling customers at the teller’s window 
with the same efficiency that a high- 
grade automobile salesman employs 
when he meets his prospect. 

The Central Savings Bank recent!) 
inaugurated a “double teller” system, 
which means that during the lunch 
hour, when traffic is heaviest, depos- 
itors can deposit or draw money at the 
same window without loss of time 
standing in line. At that hour ever, 
employee leaves his routine task and 
takes his place at a window. 

This quick service during the lunch 
hour has been the subject of a numbe: 
of newspaper advertisements and hes 
been responsible for many increased 
accounts. In one advertisement, par- 
ticularly, school teachers were told oj 
this special service, so that they would 
make deposits during lunch periods. 

The bank is centrally located in the 
heart of the business section, and its 
special trade slogan, ““Named ‘Central’ 
Because of its Location,” makes a 
strong appeal. 

The bank then set out to capture 
new accounts. The problem was to 
give service other banks did not give. 
First of all, the bank advertised that it 
was ready to open a number of forms 
of joint accounts, such as an account 
for a man and wife, enabling both to 
draw; an account for a minor, so that 
he could draw when he is of age; an 
account providing for withdrawals by 
a designated survivor in the event of 
death of the depositor. All together 
the bank now has fifteen forms of joint 
accounts and declares its willingness 
to start a new form of joint account on 
the request of any depositor at any 
time. 

(Continued on page 43) 
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CLEARING House 


Window Envelopes With Forms to Fit 


A Design of Standardized Bank Forms in Duplicate and Self- 
Addressed to Insure Speed, Service and Accurate Records 


HE three virtues which a bank 
seeks in designing a system for any 
portion of its work are accuracy, labor 
saving and dispatch. The window 


By FRANK LOOMIS BEACH 
Auditor, Hibernia Commercial & Savings 
Bank, Portland, Ore. 


case it was necessary to make the form 
longer than the standard envelope in 
order that the original might be the 
same size as other credits used in the 


envelopecanclaim Savings Depart- 
all three. ment. Folding the 
Of these virtues OEPOSIT-RECEIVED BY MAIL DEBIT 
ccuracy is pos- ractically no ad- 
portant. A_ lost serves to prevent 
check brought the the figures from 
mattertothe front *1 2 


at the Hibernia 
Commercial and 


ever showing 


through the win- 


Savings Bank, of 


dow. The ac- 


Portland, Oregon. 
According to the 
bank’s record the 
draft had been PFs 
mailed to Hobo- T 


Porttand, Oregon 


knowledgment 
can be in the mail 


within a few min- 


n utes of the time . 


Received: 
| 


ken, New Jersey. 


that the Savings 
Department 


[t did not reach 


opens the custom- 


Savings Book 


the addressee and 


er’s letter. The 


customer’s receipt 


the question arose 
as to how the en- 
velope had actually been addressed. 


Deposit by mail and the debit of unpaid checks — 


is an exact copy 
of the credit on 


There was no way of telling whether 
the bank’s typist had been respons- 
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the books of the Hibernia bank. 
In the Commercial Department, 


ible or whether the loss was the 
fault of the postoff.ce. 

Now when a draft goes out, the 
accompanying letter of transmittal 
is a duplicate form designed to fit 
a window envelope. The form is 
written by the teller handling the 
transaction. He is the one familiar 


window envelopes and carbon copy 
forms serve to reduce the work of 


sending back unpaid checks to de- 
positors. The Diamond Hardware 
Company deposits a $95 check 
drawn on a clearing house bank. 
The check is returned the next day 


unpaid because of want of funds. 


with the details and the person most 
likely to have the name and address 
correct. Every recopying means a 
chance for an error. The carbon copy 
is retained in the book. The original 
is pinned to the draft, and sent on its 
wayina windowenvelope. Ifthe draft 
does not arrive, the bank has a carbon 
copy showing without question how 
the envelope was addressed. 

The advantages do not stop with 
accuracy. In place of having to wait 
for a typist to address an envelope, 
the notice goes in a basket from which 
collections are made at frequent inter- 
vals by a messenger. He places such 
forms in window envelopes and they 
go in the first mail. Often this may 
mean several hours or a day saved in 
teaching the destination. 

Labor costs are held to a minimum. 
The name and address are written 
only once. 

In order to carry these advantages 
through as many phases of the bank’s 
work as possible, all forms which called 
for mailing were examined and re- 
designed to fit window envelopes 
whenever possible. 


Portland, Oregon, 292. 
$ 
Less Exchange and Collection charges, 
Inclosed find draft “No. on. in amount of. 
To 
When a draft goes out 


Deposits received by mail call for 
an acknowledgment and for a credit 
to the customer’s account. One of the 
forms designed covers these two opera- 
tions. The original, made with indel- 
ible pencil, 
name and address, the account num- 
ber, and the amount of the deposit. 
A crossing off of one or two lines signi- 
fies whether the pass book accompanied 
the deposit. There is a space for sub- 


tracting any exchange charge on out- © 


of-town checks. This original is the 
credit that goes to the bookkeeper. 
This credit, being a distinctive one, 
used only for mail deposits, furnishes 
the bank with a permanent record 
(Illustration No. 1). 

At the same writing a carbon copy 
is made. This copy fits a window 
envelope and serves as acknowledg- 
ment to the customer and as a letter 
of transmittal for returning the pass 
book. Folding one end enables it to 
fit a No. 13 government window 
envelope. The pass book goes behind 
the form so that the book does not 
show through the window. In this 


carries the depositor’s. 


The Diamond Hardware Company 

must be notified, its account must 
be debited; and a record must be 
kept by the bank. These operations 
are performed at one writing by a 
triplicate form (Illustration No. 2). 

As shown in the illustration, the 
original serves as a debit ticket to the 
customer’s account. The returned 
item is clipped to the triplicate and 
enclosed in a window envelope. Thus, 
the customer is notified. The dupli- 
cate is a sheet of onionskin paper that 
remains bound in the book. The 
onionskin paper is transparent and 
it is possible to make three copies with 
the use of only one sheet of carbon 
paper. Double-faced carbon is in- 
serted between the onionskin dupli- 
cate and the triplicate. This double- 
faced carbon writes on the back of the 
duplicate so it can be readily read 
through the transparent paper. By 
this method the bother of handling two 
Sheets of carbon paper is eliminated. 

Only one writing is necessary to 
make the charge against the custo- 
mer’s account and to make the notice 
that is mailed; a permanent copy is 
kept by the department responsible: 
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the bank has a positive record of the 
-way in which the envelope was ad- 
-dressed in case the customer claims 
he has never received the item; and 
the danger of a check being returned to 
the wrong customer by being inclosed 
in a different envelope is eliminated. 
Besides these advantages the time 
saved in getting the notice in the mail 
is distinctly worth while. If a deposi- 
tor receives back an unpaid item 
promptly, it may be that recovery can 
be made. Half a day’s delay might 
mean that a depositor would lose on 
an item which otherwise he could have 
collected from the person who cashed 
the check with him. 

Under the block system a receiving 
teller accepts deposits without verify- 
ing the deposit slip totals or checking 
through the bundle of items deposited 
to see if all are on hand. The proof 
desk on finding an error must correct 
the deposit tag and notify the cus- 
tomer. The bank wants to get this 
notice to the depositor with dispatch 
and to have a record that such notice 
was sent. A duplicate window envelope 
form serves this purpose admirably 
(Illustration No. 3). 

The Collection Department handles 
contracts and notes. On payment, 
the amount less collection charges is 
to be credited to a customer’s account. 
If the customer’s account is in the 
Savings Department, one writing 
makes both the credit and the notice 
of payment to the payee (Illustration 
No. 4). 

When payment is made, the collec- 
tion teller makes this duplicate form. 
The original goes to the Savings De- 
partment to be credited to the cus- 
tomer’s account, the duplicate is 


dropped in a basket where it is collected 
by the messenger and forwarded in a 
window envelope. The payee receives 
notice in as short a time as possible 
and has an exact duplicate of the 
amount credited. 

If the credit is to be made to a check- 
ing account, a corresponding form is 
used (Illustration No. 5). It is often 
desirable to have such credits origi- 
nating in collections distinguished on 
the customer’s statement. On book- 
keeping machines equipped with these 
descriptive keys, it is possible to give 
the customer a record on his statement 
in addition to the notice mailed. On 
a pen-and-ink statement it is of course 
possible to follow the same method. 


In Every bank there are a number of 
types of notices which must be mailed 
regularly. Customers overdraw their 
accounts. A window envelope form 
furnishes the quickest and least offen- 
sive method of notification (Illustra- 
tion No. 6). It was advisable to use 
colored envelopes, as notices can some- 
times be read through white stock. 
The No. 13 government envelope, 
blue, was selected —334 by 634 inches. 
The reasons for using stamped enve- 
lopes were that no labor is required in 
stamping and the price, printed with 
the name and address of the bank, is 
but little more than the cost of stamps. 
In case envelopes are spoiled the post- 
office department refunds the postage. 

A study of the bank’s correspond- 
ence showed several types of letters 
that were written with sulf-cient fre- 
quency so that it paid to have forms 
designed. It was estimated that a 
dictated letter cost not less than 20 
cents in time and stationery. The 
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standard types of notices showing that 
payments were due on notes and col- 
lections and the like were easily 
changed to fit the self-addressed en- 
velope. 

At the Hibernia Commercial and 
Savings Bank all of the bank’s forms 
are assigned a number. Those used 
by the Savings Department exclusively 
are from 101 to 199; those used by the 
Commercial Department are in the 
200s; in the Trust Department, 300s; 
Credit Department, 400s; and those 
used in several departments, 500s. Al) 
requisitions for printing carry these 
form numbers. The printer is in- 
structed to use the number in labeling 
the packages, delivery slips and in- 
voices. In this way it is possible to 
identify each form readily. 

A record of all purchases is kept in 
a three-by-five card file. Each form 
is assigned a card. The filing is nu- 
merical. As invoices are paid, an 
entry is made on the file card. This 
entry shows the quantity purchased, 
the printer, the price and the date. 
In the course of time this becomes a 
valuable record, showing the quantity 
used over long periods, from whom pur- 
chases have been made, and compara- 
tive prices. 

A copy of every form is pasted in a 
scrapbook. The arrangement is nu- 
merical by form numbers. The system 
of having all ofa department’s forms 
with the same hundred number auto- 
matically brings the Savings Depart- 
ment forms together, the Commercial 
Department forms together, etc. In 
the stockroom, the forms are placed 
on the shelf numerically and the same 
advantages are again evident. As the 
number is printed on the form, anyone 
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Where Money Talks New Accounts 


Thirt 


A Drawing for $1 to $20 Bills Brings 1,200 New Customers 
in Six Hours Costing 49 Cents Each—An Opening Day Idea 


OW would you like to take in 1,200 
new savings accounts with an 
average balance of $20 each during the 


six banking hours of a single day? — 


Sure, you would, 
and you’d like it 
even better if you 
got those ac- 
counts at the cost 
of only 49 cents 
apiece. 

It can be done; 
we did it, and so 
can you. 

It all came 
about through 
trying to find 
some scheme that 
would make our 
bank opening a 
real new-business 
getter. The Com- 
mercial National 
Bank was about 
toopenits beauti- 
ful new bank 
home and cele- 
brate its fifteenth 
anniversary all in 
one. It gave its 
New Business 
Department full 
rein, so naturally 
we wanted to make the most of it. 

Letters were sent out to banks all 
over the country asking for suggestions 
and in the replies that came back we 
were advised to give away everything 
from potato mashers to perambulators 
as sure inducements to new savings 
accounts. 

It was finally in a back number of 
The Burroughs Clearing House that we 
found a clue. A. bank in Louisville, 
Ky., had celebrated its fifty-seventh 
birthday: by giving slices of its huge 
birthday ‘cake with each new savings 
account, each slice containing a small 
cash prize’ and a number, the lucky 
number to draw a grand prize. ~ 
. From that start, we required no long 
reach of the imagination to arrive at 
our scheme of drawing lucky pass 
books. We decided to shuffle $20, $10, 
$5 and $1 bills through the new pass 
books to be given out at our opening. 
Each person opening an account would 
be allowed to draw his own pass book 
and the money that he drew would 
be his. 

A week ahead of the opening we be- 
gan our advertising, taking quarter- 
page, half-page or full-page spaces in 
both local papers every day. Every 
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By KENNETH E. OLSON 


Commercial National Bank 
Madison, Wis. 


ds and poultry rire mubtituted for bronze grils jn the temporary quarters where the 


night we drove home that slogan, 
“Draw a Lucky Pass Book,” but the 
advertisement that “brought home the 
bacon” read: 

There’s 


A $20 BILL FOR YOU 

In one of our new Savings Pass Books 
WEDNESDAY! 
In celebration of the Opening of our 
new Bank home we have distributed 
$20, $10, $5 and $1 bills through the 
new pass books to be given out 
Wednesday. 


Open a Savings Account and Draw a 
Lucky Pass Book. 


Before the week was well started our 
$20 bill was the talk of the town and 
Wednesday morning, an hour before 
we opened our new bank, the line began 
forming outside. It was a half block 
long by nine o’clock and when we 
opened the doors there was a rush for 
the savings windows. By ten the 
lobby was jammed. All day long that 
rush continued and people fairly fought 
to get to the savings windows. Eight 
windows were turned over to savings 
and eight tellers took in new accounts 
as fast as they could possibly be 
handled. We brought in sandwiches 


at noon for the tellers but they didn’t 
even get time to eat them. 


The bills had been distributed 
through the new pass books in a ~ 
generous propor- 
tion so that one 
out of four drew 
a lucky book. As 
the prizes were 
drawn the names 
and amounts were 
posted in the 
lobby so that 
every one could 
‘see and the ex- 
citement inten- 
sified as the day 
wore on. 

There was a 
thrill in every 
line. A man 
opened an ac- 
i count for $1 and 
drew a $20 bill. 
His wife back of 
him opened a $2 
savings account 
and drew a $10 
bill. The man 
back of her de- 
posited $300 and 
drew a blank. 
Yet the distribu- 
tion had been so generous that there 
was no feeling of ill will and everybody 
accepted the turn of chance with the 
best of good fun. 

At three o’clock we tlosed the doors 
for a while in order to allow the tellers 
to clean up on the people still in the 
lobby. It took a half hour before the 
tellers’ windows could be closed. Then 
the count began. 

Twelve hundred and fourteen new 
savings accounts with an average 


-balance of over $20 had. been. taken in. 


We continued the feature on the next 
day ahd raised the total to 1,677 new 
accottits. And each account cost us 
only 49 cents. 

How’s that? A glance at this table 
will show you how the bills were 
distributed. In every 200 pass books, 
bills were shuffled as follows: 


$20 
_ $10 bills........ $30 
<4: $ 5bills........ $25 
$ 1 bills........ $40 
$115 


That would have brought the cost 
to a little less than 60 cents each— 
dirt cheap at that. But when the 
undrawn pass books were opened, 
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enough cash was returned to “credit- 
savings account expense” so that the 
cost was brought down to 49 cents 
each. 

Now, will they stick? That’s a 
question which time will tell, but we 
believe they will. We have gotten in 


touch with every new account opened 
and we have reason to believe that we 
can hold them. Six months ago we 
gave away Brownie cameras with new 
accounts at the time we opened our 
new Trust Company. Four hundred 
and seventy-five new accounts were 


THe BurRroucnus 


taken in. A check five months later 
disclosed that only 13 out of the 475 
had withdrawn, and the larger per- 
centage had made an appreciable in- 
crease in their deposits. 

Sure they stick—if you treat ‘«m 
right. 


Who'll Save the Face of the Statement Envelope? 


resounded the 
blows of a hammer against 2 
piece of ringing steel. 

“Click-click!”’ it came again. 

A dry, bony hand reached quietly 
under the covers and softly shook the 
sleeping form at her side. 

“Click-click-click!” again came the 
sounds, piercing more distinctly the 
midnight blackness. 

**Click-click; tunk-tunk-tunk!” 
There could be no mistake. Someone 
was trying to break in. 

The trembling hand shook the heavy 
sleeper, this time harder, and then in 
subdued whispers: 

“Tut! TUT! For heaven’s sake, 
are’nt you ever going to wake up? 
Tut, don’t you hear someone trying 
to break in?” 

At last the sleeper was aroused. He 
heard the sounds of the hammer as it 
struck the steel, grasped an ivory box 
off a stand beside the couch, and hurl- 
ing it with all his might against the 
door, muttered: 

“There, you miserable scoundrels, 
see if that will scare you away!” He 
then deliberately turned over and pro- 
ceeded to finish his sleep. 

Tut-Ankh-Amen slept soundly and 
long. When he awoke he discovered 
that the intruders had returned and 
carried off a goodly part of the bric- 
a-brac and most of the furniture the 
place had contained. 


By FRANK J. CAMPBELL 
First National Bank in Detroit 


“What a shame! Such boldness | 
have never known. We will have to 
replace all of those things. I wonder 
how much money I have in the bank? 
Bring me my cancelled checks and last 
statement,” he commanded. 

“Ho, what’s this? Something new, 
I declare. The bank has printed a 
message on the container.” 


STATEMENT 
and 
CANCELLED VOUCHERS 
from 
The Royal Pharaoh Bank, Thebes 


NOTICE. Please report errors direct 
to the Auditor. If no error has been 
reported in ten days, the account will 
be considered correct. 

Please notify us IMMEDIATELY of 
any change of address. 

Statements and Cancelled Vouchers 
will be ready for Customers on the 
first banking day of each month. 

A General Banking Business. 

Foreign Exchange bought and sold. 
Drafts on all parts of the world. 
Letters of Credit and Travellers’ 
Checks. 

Money to Loan on Real Estate Secu- 
rity. 

Safe Deposit Boxes for Rent. 

Savings Deposits draw Interest. 


serve you 


Our Foreign Department 
floor—has private telegraph 
New York and direct 
connections with leading er 
throughout the world It 


First National Bank 


is a more difficult task than 
making it. Bonds have proven 
very desirable for mahy conserv- 
ative investors On the eighth 
‘floor is located the First National 
Company of Detroit 


First National Bank 


through thi 


On our 
th floor ; 
77 you 
men mg 
and women assisted with 


every modern ; BOUGHT and SOLD 
ae oy ice to LETTERS OF CREDIT AND 
are required to TRAVELERS CHECKS ISSUED 


166,000 items Passing 
bank daily 


First National Bank 


“Well, not such a bad idea. The 
directors must have voted to do this 
while I was away on that fishing trip 
up the Nile. It may be a little undig- 
nified —might lose prestige. However, 
we must be progressive so I will say 
nothing about it until we have time to 
try it out.” 

And thus (is it too much to hope’) 
through their activity during the past 
month the archeologists will be able io 
determine definitely just how long 
banks have been expecting their cus- 
tomers to be interested in this identical 
piece of copy on their statement 
envelopes. 

Aren’t the customers who carry 
checking accounts with banks human? 

Haven’t they average intelligence? 

Can’t they read? And if they read, 
is a bank’s advertising so powerfully 
interesting that they will read the same 
thing over again and again, month 
after month? 

Imagine a bank where a customer 
walks up to the cage to make a deposit 
and is greeted by the teller after this 
fashion: 

“You are now in a bank. This is a 
teller’s cage where money is taken in 
and paid out. I am a teller. Hand 
your money to me through this little 
hole.” 

What would a customer in such » 
bank think and do? 


- And yet on the first of each month 
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About Listing the Stock Exchange 


The Real Significance, to Bankers and Investors, of the 
Process Admitting Securities to Trading on the ‘“Big Board’’ 


VERYONE has heard it remarked 

of certain securities, that they were 
“listed on the Stock Exchange.” The 
phrase is one of the commonest in the 
language of finance. Bankers 
constantly employ it when ad- 
vising their clients upon invest- 
ment matters. It is frequently 
on the lips of investors them- 
selves. 

Of course the fundamental 
meaning of the expression is 
well enough understood. The 
fact is generally known that 
before astock or bond issue can 
be “admitted to the list” — that 
is, before it can be traded in 
upon the New York Stock Ex- 
change, and its prices printed 
upon the Exchange ticker—the 
security in question must be 
passed upon by the authorities 
of the Exchange. Nevertheless, 
like other similar financial 
phrases, “listing on the Stock 
Exchange” is in the speaker’s 
mind usually tinctured with his 
own personal prejudices and 
beliefs. Some men, who over- 
estimate the importance of the 
process whereby securities are 
admitted to trading in America’s 
primary security market, look 
upon it as a kind of guarantee 
or indorsement by the Exchange 
of the investment value of the 
stock or bond in question. 
Others, who underestimate the 
economic importance of the 
Exchange’s work, sometimes 
vaguely associate it with current 
and popular superstitions connected 
with “the stock market,” or “Wall 
Street,”’ or ‘“‘speculation.”’ Only 
occasionally is there a full and specific 
understanding of just what “listing on 
the Stock Exchange”’ really amounts to. 

In few forms of property today is 
there as great a public need of some 
definite standard of value as in stocks 
and bonds. To the layman, the many 
and subtle technical considerations 


which really reveal the soundness or 


unsoundness of a security investment 
are unfamiliar if indeed not completely 
unknown. Accordingly, when he has 
money to invest he grasps eagerly at 
any apparent criterion of value which 
will save him the labor and effort of 
thoroughly mastering the so-called 
“science of investment” himself. 
Among other such seeming tests, he 
often seizes upon “‘listing on the Stock 
Exchange.” For he learns that the 


An unusual view of the New York Stock Ex 
of the 


By J. EDWARD MEEKER 


Economist to the New York Stock 
Exchange 


at 
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Stock Exchange authorities carefully 
restrict the “list” of securities in which 
Exchange members can trade upon its 
floor, and he argues from this fact that 
what is good enough for the experts of 
the Stock Exchange is good enough 
for him. 

Now it is undoubtedly true that, 
taken as a class, securities listed on the 
Exchange are more apt to be good in- 
vestments than securities not similarly 
admitted. Yet it is extremely unwise 
to apply this very broad generalization 
without further ado to any specific 
case, or to suppose that good or bad 
investments can- readily be distin- 
guished, according to whether or not 
they have been admitted to the Ex- 
change market. Unfortunately, the 
real truth is a much more complex busi- 
ness, and necessitates a separate and 
searching study of each particular case. 

It is therefore important at the 


showing detai} 


outset to consider what factors prac- 
tically determine whether or not a 
certain stock or bond will be admitted 
to trading on the Stock Exchange. In 
the first place, it must be re- 
membered that the New York 
Stock Exchange does not make 
it a practice to “solicit listings” 
— that is, to urge a corporation 
to apply for the admittance of 
its stocks or bonds to the 
Exchange market. Apart from 
putting the Exchange in a false 
position, such a practice would 
prove distinctly contrary to the 
public interest, in that it would 
render more difficult the en- 
forcement of the Exchange’s 
listing requirements and place 
an apparent indorsement or 
approval by the latter institu- 
tion upon the security issue in 
question. The Stock Exchange 
- therefore maintains a complete- 
ly impartial, disinterested and 
judicial attitude. Before a 
security issue can be “‘isted,’’ 
the issuing corporation or its 
representatives must make a 
formal application to the Ex- 
change for the listing of the 
security. Some companies never 
do apply in this way to the 
Exchange for the listing of their 
stocks and bonds, and in con- 
sequence their securities are 
never listed. 
The reasons which occasion- 
ally restrain large corporations 
from applying to the Exchange 
for the admission of their 
securities to its “list,” must be 
sought from the companies in question, 
and not from the Exchange, which 
naturally is not in a position to ascer- 
tain them. No company is of course 
under any legal or economic compul- 
sion to list its stocks or bonds on the 
Exchange. Obtaining admission to 
the Exchange “list”? may or may not 
seem desirable to the corporation, and 
is judged according to the advantages 
or disadvantages to the company 
considering application for admission. 

While the major American corpora- 
tions have in general eagerly availed 
themselves of the privilege of listing 
their securities on the Exchange, some — 
companies equally substantial have not 
for various reasons seen fit to apply for 
a listing there. For one thing, the 
stock of some long-established and 
prosperous companies is closely held, 
and a wider distribution of their shares 
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among the public may not be desired 
by the existing shareholders. Also, 
in other cases, the full publicity of 
corporate affairs required by the Ex- 
change apparently acts as a deterrent. 

In quite another class are those 
companies which cannot meet the 
various requirements of the Exchange. 
These requirements are easily ascer- 
tainable, and can be obtained from the 
Exchange at all times. In conse- 
quence, the tendency is for companies 
that have reason to anticipate a refusal 
by the Exchange to list their securities, 
not to apply for a listing. Naturally, 
announcement is made of only those 
companies whose securities have been 
admitted. Through the strict vigilance 
exercised by the Exchange authorities 
over: the securities in which trading is 
allowed on its floor, fraudulent securi- 
ties are absolutely barred from its list. 
But occasionally securities will be 
listed which do not turn out well in the 
end, just as others admitted to the list 
afterwards prove brilliant and highly 
profitable successes. The Exchange 
cannot pretend to fulfill the role of 
prophet in this respect. Neither can 
it be held responsible for the eventual 
misfortunes of a company in whose 
management it, of course, plays abso- 
lutely no part. The Stock Exchange 
only provides a market place for 
securities — over the current or prospec- 
tive value of the securities themselves 
it has not and cannot have any control. 

The nature of the process whereby 
securities are admitted to the Exchange 
market can best be explained by 
describing its successive stages. 

The company with securitiesjwhich 
it desires to list, makes a formal ‘appli- 
cation for a listing to the Exchange. 
This application jis referred to the 
Committee on Stock List, consisting of 
five Governors of the Exchange, whose 
function it is to receive and consider 
such applications, and to make recom- 
mendations concerning them to the 
Governing Committee of the Exchange. 

The applicant is provided with 
several separate documents, each of 
which plays its part in revealing the 
suitability of the proposed security 
issue for admission to the Exchange 
list. 

The first of these documents—the 
“list of requirements” —is an elaborate 
set of questions regarding the applying 
company which must be answered and 
returned to ‘the Exchange. The re- 
quirements which it embodies have 
resulted from the long experience of 
Committees in the past, and are 
changed as conditions necessitate with 


a constant tendency toward increasing 


detail. The requirements are based 
not only upon a technical knowledge of 
securities and securities markets, but 
also upon the most expert advice 
obtainable in the several different fields 
of business enterprise involved. For 
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A full length view of the new addition at the 
corner of Broad and Wall Streets 


example, the advice of the Metallur- 
gical Society was obtained before 
drawing up the requirements for 
mining securities, and that of the 
American Institute of Mining Engi- 
neers before establishing those for oil 
stocks. 

In connection with the technical 
requirements for the securities of 
various industries, it must be remem- 
bered that corporate experience in the 
industrial field is still fairly recent. 
Many of our large present-day indus- 
trial companies were organized and 
attained stability only during the past 
two decades. Until industrial ex- 
perience itself blazes the way, the 
Stock Exchange cannot thoroughly 
formulate technical requirements for 
the securities of such recent industries. 
Indeed, so insufficient has industrial 
experience been until quite recently, 
that until about twelve years ago the 
Stock Exchange maintained an Un- 
listed Department for its industrial 
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securities, wherein the regular listing 
requirements were considerably relaxed. 

A section of the requirements relates 
to the methods employed in printing 
the security certificates themselves. 
When it is recalled that the aggregate 
par value of stocks and bonds listed on 
the Exchange amounts to approximate- 
ly 60 billion dollars, the need for great 
care regarding the physical form of the 
certificates is obvious. A similar prob- 
lem arising from the paper currency of 
this country compelled the United 
States Government to organize its 
own Bureau of Printing and Engrav- 
ing, in order to prevent forgeries of 
various sorts. The almost complete 
absence of forged security certificates 
of listed companies for many years is 
the best proof of how sternly and 
thoroughly the Stock Exchange has 
met this otherwise considerable danger. 
The Exchange authorities require that 
the engraving and printing of its listed 
securities be done by an engraving 
company upon whose work the Stock 
List Committee is authorized by the 
Governing Committee to pass. The 
certificates must also be fully engraved 
and printed from at least two steel 
plates in a manner satisfactory to the 
Committee, and certain specified fea- 
tures of the issue must be clearly set 
forth upon their face, in order to avoid 
possible confusion on the part of 
investors. 

The requirements also compel the 
applicant company to maintain two 
separate offices or agencies in the 
Borough of Manhattan, City of New 
York, one for the transfer and the other 
for the registry of its securities. Fre- 
quently, a corporation will prefer to 
transfer its own stock, to which no 
objection is made, or it will appoint a 
trust company to.act for it in such 
capacity. The requirements do not 
permit a company to act as registrar of 
its own stock. Certificates of issues 
listed on the Exchange are not valid 
until countersigned by both the tranfer 
agent and registered by the registrar, 
and in this way a double check against 
forgery or fraud is provided. The 
functions of the transfer agent and 
registrar have been explained by the 
secretary of the Committee on Stock 
List as follows: 

“The transfer agent in such cases 
represents the corporation and is a 
check on the part of the corporation 
against over-issuance. The registrar, 
however, is not the agent of the corpo- 
ration, although its services are paid 
for by the corporation. The registrar 
represents the Stock Exchange and 
will not register any stock until au- 
thority is given by the committee so 
to do, and that restriction is one of 
the greatest safeguards against over- 
issuance.” 

But, apart from the care exercised 
regarding the physical form of the 
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security certificates, and regarding 
their transfer and registry, the prin- 
cipal purpose of the requirements is 
to elicit information regarding the 
company issuing the securities, which 
shall be adequate for the investor to 
form his own opinion concerning their 
value. To this end, a long list of 
questions regarding the applying corpo- 
ration’s assets and liabilities, its earn- 
ings, the nature of its business, etc., 
included in the requirements and infor- 
mation in this regard must be included 
in the application to list. Over the 
past twenty-five years, there has been 
a marked tendency for the require- 
ments to seek more and more infor- 
mation concerning the listing com- 
pany. But in this respect the Ex- 
change has of course been limited 
by the fact that the Exchange has no 
power to compel a company to apply 
for a listing. If the requirements be- 
came too severe, the companies would 
simply refuse to list their securities on 
the Exchange. The tightening of the 
requirements for listing has conse- 
quently resulted from a gradual evolu- 
tion, and by means of moral suasion. 

Along with the list of requirements, 
the applicant is also furnished with a 
“distribution statement” to fill out and 
return to the Exchange. This form 
calls for the number of stockholders who 
respectively possess from 1 to 100 shares, 
from 101 to 200 shares, and so on up, 
of the company’s stock. Ifa few stock- 
holders possess large blocks of the issue, 
then itis poorly distributed and danger- 
ous if not impossible to list on a 
national market like the New York 
Stock Exchange. If, on the other hand, 
many stockholders possess small lots 
of stock, the issue has obviously had 
a good preliminary distribution and 
in that respect is suitable to be listed. 
The number of shares held 
by each of the ten highest 
stockholders is re- 
quired. The Exchange 
cares nothing about who 
these stockholders are, and 
will not in fact receive a 
list of their names. But it 
is interested in ascertaining 
if the issue is mainly held 
by a few stockholders. For 
the function of the Ex- 
change with respect to a 
newly listed security issue, 
is to enable a free and open 
market to be created for it, 
and naturally the wider 
its preliminary distribution, 
the easier this can be 
effected. For much the 
same purpose, the com- 
pany is also required to 
state that “‘all stock is free 
for sale and is held under 
no syndicate agreement or 
control.” 

The application contain- 
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ing the information called for by 
the requirements, with the necessary 
accompanying papers, is filed with the 
Committee on Stock List of the New 
York Stock Exchange; itis carefully 
examined, and an opportunity afforded 
to make necessary corrections. Next 
a date is set for hearings upon it. 
Meanwhile, notice of the receipt of the 
application is posted on the floor of 
the Exchange, in order to afford mem- 
bers an opportunity to furnish to the 
committee such information as they 
may possess concerning it. 


Tue Committee on Stock List holds 
the hearing upon the application, and 
carefully considers it. If in its judg- 
ment the requirements of the Stock 
Exchange have been sufficiently com- 
plied with, it refers the matter to the 
Governing Committee of the Exchange 
with .the recommendation that the 
security issue in question be admitted 
to trading on the Exchange. 

If the Governing Committee adopts 
the recommendation of the Committee 
on Stock List, the final authority to 
list has been obtained. Ordinarily, a 
notice of the listing of the security in 
question is sent out over the stock 
tickers the next morning, and trading 
in the issue on the floor of the Exchange 
begins forthwith. In certain cases, 
however the Governing Committee 
may require some further condition 
to be met, before trading can begin. 
In such an event, the actual entry of 
the security issue to the Exchange 
floor may be accordingly postponed. 
The requirements for listing end with 
the statement: 

“Whenever it shall appear that the 
outstanding amount of any security 
listed upon the Stock Exchange has 
become so reduced as to make inadvis- 
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able further dealings therein, the 
Committee may direct that such se- 
curity be removed from the list and 
further dealings therein prohibited. 

“The Governing Committee may 
suspend dealings in the securities of 
any corporation previously admittéd 
to quotation upon the Exchange, or 
it may summarily remove any securi- 
ties from the list.” 

The practical experience of Govern- 
ing Committees of the Exchange over 
a period of many years has conclu- 
sively shown that when, through vari- 
ous causes, only a small number of 
shares of a listed stock issue remains 
outstanding, a double danger to’ the 
Exchange members and their custom- 
ers alike is created. For one thing, a 
small outstanding amount of stock is 
more readily subject to manipulation 
than a large amount, and through such 
manipulation the public might be led 
to buy the shares in question at arti- 
ficially high prices, with an ultimate 
loss to themselves when prices sank to 
a more natural level. Moreover, cus- 
tomers who have sold such a stock 
short and who are under the necessity 
of purchasing it to make delivery later, 
are'more likely to become victims of 
a “corner” in the stock, wherein they 
might be forced to purchase the stock 
of which they were “short” at an 
extortionate and manipulated price. 
The Exchange, to repeat, takes no 
interest in security prices as such. 
But when the free and open market for 
a stock has been destroyed by a corner, 
it is the view of the Exchange that to 
remain impassive would be to lend its 
facilities to an inequitable and un- 
economic attempt at extortion by a few 
individuals. Insuch cases, the Exchange 
either suspénds trading in the security 
or else strikes it from the list entirely. 

os (Continued on page 37) 
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The Bank of Suburbia 


By T. D. MacGREGOR 


ANY years ago there was a big 
fire in a village a few miles from 
New York, a village which the muta- 
tions of time —especially the growth of 
the metropolis and the development 
of the means of transportation—have 
transformed into the City of Suburbia. 
Only a few institutions which existed 
in the community at the time of the 
great fire are extant today. One of 
them is an institution which I shall 
call the Bank of Suburbia, and the 
thread of its existence might have been 
severed by the fire had not its safe so 
bravely withstood the flames which 
consumed almost everything else in 
the business section of the village. 
After the fire had died out and 
nothing was left of the “downtown” 


' section but smoking embers, there was 


much interest on the part of the in- 
habitants of Suburbia as to whether 
the bank safe—a little old-fashioned 
affair, measured by today’s standards 
—had come through the terrific heat 
with its contents intact. The old 
banker used to say that never in his 


life had he been so anxious as at that 


moment, when in the presence of the 
whole population of the village, most 
of them his depositors, he turned 
the combination and opened the safe. 

The books and the greenbacks were 
safe and unharmed, though all the 
money in Suburbia smelled smoky for 
weeks! 

The manufacturers exhibited the 
old safe in New York with just pride 
in its salamander-like qualities. — 

The incident typifies the frequent 
occasions when such a bank is the 
cynosure of all eyes. As Suburbia has 
grown into a very important suburban 
center, the bank has continued to be a 
mainstay of the people, a powerful 
factor in the life of the place. While 
in recent years two or three other 
banks have been added to the local 
financial district, the Old Original is 
still the Old Reliable. 

Suburbia now has a population of 
about 22,000 souls and several score 
real estate agents. Here is the “Bab- 
bitt”’-like description of its home town 
put out by one of the competitors of 
the Bank of Suburbia: 

“This suburban paradise is centrally 
located. Two trunk lines and twenty- 
minute service to New York City. 
Ideally located for commuters. Coun- 
try surroundings with city privileges. 
Best of educational facilities. Clubs 
and fraternal organizations together 
with churches of all denominations. 
Vibrant with public spirit. A real 


home town. Trolley lines reaching 


out to suburbs, east, west and south 


meeting excellent bus lines to near-by 
villages.” 

A bank in a suburban New York 
community has conditions peculiar 
unto itself. It has both difficulties 
and opportunities which don’t come, in 


The vice-president of the Bank of Suburbia has 
to be all things to all men, and he’s a “ id 
Elks, Masons, Rotary, Chamber of Commerce, etc. 


the same form at least, to banks else- 
where, because living in such a town 
is not the same as it is in places of 
equal size but more self-contained and 
not so dependent upon the great city. 

It is not only that a considerable 
proportion of the citizens are “commu- 
ters,” leaving town early in the morn- 
ing of every business day and not 
returning until evening. That daily 
exodus and homeward trek, of course, 
create conditions which do not exist 
in a community where the men stay 
in the same town all day and go home 
for the midday meal. 

But there are other things that are 
different. For one thing, the stores 
of a suburban community are over- 
shadowed by the bigger stores of the 
city. Aside from the main food staples, 
it is probably true that the average 
commuter buys more from the big 
stores in the city where his business 
is, than he does from the merchants 
in his home town. And his wife, too, 
does more shopping in New York than 
she does at home. She uses the family 
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trip ticket almost as much as he does 
his monthly “commutation” ticket. 

It is a difficult thing to develop and 
maintain a strong community spirit 
in a place like that where interests are 
divided. Of course, in a larger subur- 
ban community there are a great many 
industries and enterprises which serve 
local needs and they are manned by 
persons who stay in the place and work 
there, such concerns as laundries, 
bakeries and all the various trades, 
professions and mercantile establish- 
ments necessary to the life of a 
community numbering thousands oi 
households. Then there are also the 
public servants, policemen, firemen, 
letter carriers, employees of the various 
municipal departments, street railway 
workers, automobile agents and serv- 
ice men, schools, hotels, country clubs 
and institutions, and last but not least. 


a the real estate men, contractors 


and builders. 

The average commuter rises 
about half-past six in the morn- 
ing, has his breakfast shortly 
_/ after seven and takes a train for 
the city around eight o’clock 
He returns home between hali- 
past five and half-past six. 
Consequently, he is practically 


‘never in town during banking 


hours. But the banks are open 
for business early, usually 
around eight o’clock, so that it 
is possible for the commuter to 
transact some banking business 
before leaving for the city. In most 
cases, however, the wife or some 
other member of the family handles 
the family bank account. As a rule 
the Savings Department is open for 
an hour or two one evening a week 
for the convenience of wage-earners 
and others who can not get to the bank 
in banking hours. 

Safe-deposit and storage vaults are 
used a good deal in the suburban town. 
There is a larger proportion of well- 
to-do people in the suburbs than in 
other places. They are owners of 
securities needing the protection of 2a 
safe-deposit box. Many of them go 
away to the mountains or seashore in 
the summer and to the South or to 
California in the winter. They travel 
extensively abroad. It is a common 
practice to rent homes, furnished, 
during these absences and to put 
household silverware and other bulky 
valuables into storage. 

Advertising appeals are made by the 
Bank of Suburbia especially to com- 
muters. For example, here is a series 
of four letters recently sent out with 
very tangible results in the form of 
new business: 


Dear Sir: 


Commuters are popularly supposed to 
have more time for reading and reflection 
than some others. 

Here is something for you to think abou!. 
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CLEARING HouseE 


Every surplus dollar not actually hidden 
away is earning for somebody. 

Ask yourself seriously now, “Have I any 
surplus money working for me?” 

t your answer is no, or if you feel that 
you should have more money working for 
you, consider the wisdom of starting and 
maintaining an interest account at the 
Bank of Suburbia. 7 

This is a strong bank and a progressive 
one. Your account will be welcome here 
and we pledge you our best efforts to mak- 
ing your connection here a pleasant and 
profitable one. 

You won’t need to come to the bank 

rsonally every time you deposit or with- 
caw funds. ou can bank with us by 
mail or some member of your family can 
handle your interest account here. 


Yours truly, 
Vice-President 


Dear Sir: 


You commuters live a ee life. You 
are creatures of habit. You rise at the 
same time every morning, sit down to 
breakfast at the same time, and, whether 
you ride or walk to the station, you are 
usually there in time to get the same train 
every morning. 

Are you as regular about banking some 
of your money? We are not asking this 
question to be inquisitive but merely to 
call attention to the fact that in our Interest 
Department you can enjoy national bank 
protection for your reserve funds, and that 
we will pay you satisfactory interest on 
your money while you are waiting for a 
permanent investment. 

Any member of your family can deposit 
for you once the account is opened. 


Yours truly, 
President 


Dear Sir: 

As you read your newspaper on the way 
into the ¢ity tomorrow morning, notice the 
fact that at least 99 per cent of the adver- 
tisers want you to spend money. , 

On the contrary, we are writing you this 
letter with the object of inducing you to 
save some of your money. 

We number many commuters among our 
interest Department depositors. We have 
room for many more and would welcome 
your account. Stop in, or have some 
member of your family stop in and open 
an account here. It will be welcome and 
you will have the satisfaction of knowing 
that your money will be safe while it is 
working for the good of Suburbia. At the 
same time it will be earning compound 
interest for you. 

Yours truly, 


President 


Dear Sir: 
We believe we understand thoroughly 
the problems of commuters. We know 


that yours is not an easy life. We know 
that expenses are high and that there never 
seems to be any let-up. 

But we also know that money in the 
bank is a cure for many troubles and that 
is why we have set out to be the financial 
doctor for the people of this community. 

We have an Interest Department where 
we open accounts with deposits of from one 
dollar up and pay interest at the rate of 
——— per cent compounded semiannually. 


Your money here is protected by all the - 


assets of this strong and fast-growing 
national bank which isa member of the 
Federal Reserve System and _ operates 
under the strict supervision of the United 
States Government. 

Moreover, we will give you a personal 
welcome as a depositor. e are here to 
help you in any way possible. 


Yours truly, 
ident 


There are many profitable businesses - 


in Suburbia and bank service helps 
make them so. Take the firm of 
Smith, Brown and Jones, for instance. 
Its success has been quite a romance 
of business. Smith is the old-time 
storekeeper; Brown is the owner of 
business property on Main Street 
which he rented to the firm; Jones is 
the local executive manager. This 
last statement is worthy of emphasis 


because the business of the partnership | 


has extended so that now it has stores 
in five different suburban communities 
and in each case there is a local man- 
ager who has some interest in the 
profits of the firm. The partners and 
executives all participate in the profits 
from the operation of all of the 
five stores and they all meet once 
a week to discuss the affairs of the 
business. Buying in quantities 
for five stores effects economies on 
the well-known chain store prin- 
ciple and these are reflected in 
lower prices to the consumer and 
a larger volume of business. Every 


fall in preparing for the holiday _—, ( 


trade the firm gets assistance ( 
from the Bank of Suburbia in 
the form of a loan, and its 
members constantly consult the 
bank for financial advice and 
regular use is made of the 


Nineteen 


institution as a depositary and for . 


payroll service. 

The Bank of Suburbia now has a 
Trust Department and an Interest 
Department. Besides the customary 
features of service in those depart- 
ments, it renders many special services. 
For instance, it co-operates with a 
local life insurance man in serving its 
customers as described in this adver- 
tisement: 

“What has banking to do with in- 
surance? Considerable, if this propo- 
sition appeals to you. A life insurance 
premium due yearly deters many a 
person from carrying the amount he 
should for the protection of his family. 

“The Bank of Suburbia offers the 
facilities of its Interest Department in 
this problem, suggesting the deposit 
each week or month of a small sum 
with directions to the bank to pay 


your premium at its due date, charging - 


the receipted premium bill to your 
account. 

“Our officers will be glad to explain 
the idea.”’ (Continued on page 41) 
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giving some idea of the enormous size 
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the size of a brick 


of the Union Trust Company, Cleveland. 
banking under construction 
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CLEARING HOUSE 


This Time of Expansion~or Inflation? 


Twenty-one 


A Survey of the Important Factors Affecting Bank Credit, 
Showing the Need for Caution to Prevent Violent Reaction 


HE expansion of production and 

trade has reached a stage which 
tends to focus attention upon the proba- 
ble duration of the present move- 
ment and especially upon its relation 
to bank credit. On the one hand, 
insistent warnings are heard that 
“inflation” is incipient or well ad- 
vanced, with disastrous consequences 
impending, and, on the other hand, are 
repeated expressions of the opinion 
that the bases of the present activity 
are sound and that a period of sub- 
stantial and sustained prosperity has 
begun. 

The assumption that a fairly regular 
succession of booms and depressions 
is an inherent characteristic of general 
business provides a basis for the belief 
that—given the generally sustained 
increase in production and trade since 
the latter part of 1921, and increasing 
commodity prices and bank loans—a 
short-lived boom lies just ahead, to be 
followed by a collapse of prices and 
more or less prolonged depression. 
More importance than this assumption 
predicates is attached by some students 
of the business situation to the con- 
trol exercised by business over the 
several factors which may lead to exces- 
sive expansion. Accordingly, they find 
grounds for the expectation that the 
coming months will be characterized 
by well-founded prosperity, rather 
than by an unsubstantial boom. 


Test of Inflation 


The term inflation, whether used 
in one or another of its many meanings, 
almost invariably connotes an unsound 
condition, with prices too high or with 
bank credit unduly expanded. The 
extreme view that every rise of prices 
or expansion of bank loans is inflation 
is scarcely tenable if the term is to 
have any useful meaning. Complete 
stability in prices cannot be expected, 
and a rise at one time may be as 
clearly necessary as a decline at 
another. A rise in commodity prices, 
accordingly, is not, in itself, evidence 
of inflation in any reasonable sense; 
and the same is true of an increase in 
bank loans. 

A rate of increase in prices or bank 
loans which is accompanied by less 
than a corresponding growth in the 
volume of production and trade, repre- 
sents. what is usually regarded as infla- 
tion. Judged by this test, neither the 
advance in prices nor the expansion of 
bank credit in the present movement 
has been sufficient to create, or even 
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necessarily to threaten, a condition of 


inflation. 


Moreover, the really important ques- 
tion in this connection is not whether 
inflation, whatever meaning it may be 
given, is a feature of the present eco- 
nomic situation in this country. What 
matters is the balance between the 
factors in the situation which promise 
to sustain present conditions and those 
factors which may tend to cause a pos- 
sible early reaction. 


Moderate Expansion of Bank Loans 


There is a marked difference between 
conditions today and those in the 
period of 1919-20 which was one of 
inflation. 

The greatly enlarged volume of busi- 
ness in recent months has been 
financed hitherto with comparatively 
little increase in bank loans, and 
interest rates are still relatively low. 
During the early months of the revival, 
liquidation of old loans continued to 
exceed new borrowings, and until July 
of last year, loans and discounts of the 
Federal Reserve banks and of report- 
ing member banks declined. And since 
that time increases in these loans and 
discounts have been moderate. 

From July 26, 1922, to March 21, 
1923, the net increase in discounts by 
the Federal Reserve banks was $250,- 
006,000. While this represents an 
increase of 65.8 per cent, the discounts 
now are less than one-fourth the maxi- 
mum amount reached in November, 
1920, and but 2.3 per cent above the 
figure of a year ago. Likewise there 
has been only a slight net increase— 
$108,877,000, or 5.1 per cent—in the 
circulation of Federal Reserve notes 
since the post-war low of last June. They 
are less than the maximum in Decem- 
ber, 1920, by $1,173,000,000, or 34 per 
cent. 


Loans by Member Banks 


Loans and discounts of commercial 
banks have increased in greater degree 
than the discounts of the Reserve 
banks. Statements of about 800 mem- 
ber banks of the Federal Reserve 
System, which report weekly, reflect 
this growth. From July 26, 1922, to 
March 14, 1923, their loans and dis- 
counts increased $983,750,000, or 9.2 
per cent. Meanwhile, net demand de- 
posits increased only 3.8 per cent, and 
total deposits, other than government, 


5.5 per cent; the ratio of loans to 
deposits, therefore, has increased. 
Reserve deposits of all member banks 
with Federal Reserve banks have 
increased since July only 2.8 per cent, 
indicating no extraordinary prepara- 
tion for further credit expansion. 

Investments of reporting member 
banks during this period remained 
practically unchanged until late in De- 
cember. Since that time there has 
been a net gain, and on March 14 in- 
vestments remained 4.6 per cent above 
the figure of last July. This growth of 
investments in stocks and bonds re- 
flects an absence of strain on the credit 
resources of the banks. 

While the huge reserves of gold held 
by the Federal Reserve banks repre- 
sent a potential basis for enormous 
expansion of credit, so long as the gold 
is not used for this purpose, it does not 
produce inflation and need not neces- 
sarily do so. Recognition that the 
gold now held in this country repre- 
sents an abnormal concentration of the 
world’s stock of the metal will ma- 
terially modify any tendency to utilize 
the reserves as freely as they might be 
if the distribution of gold were normal. 


Rediscount Rate 


It is possible that further expansion 
of commercial loans by member banks 
will rest chiefly upon rediscounting 
with the Federal Reserve banks, and 
there is widespread interest in prospec- 
tive possible increases in the rediscount 
rates. On the one hand, there is 
anxiety lest increases in the rates check 
the rising tide of prosperity, and, on 
the other, fear that existing rates or 
belated increases will encourage dis- 
astrous inflation. 

The assumption in some quarters 
that a primary duty of the Federal 
Reserve Board is the control of redis- 
count rates with a view to the regulation 
of commodity prices is mischievous. 
Price levels do not in themselves 
furnish a test of the desirability of one 
or another discount rate, although the 
rapidity of a change in prices may 
affect the credit conditions which 
should determine the rate. 

Theory and the practical operation 
of other banking systems confirm the 
wisdom of maintaining official redis- 
count rates at or above the market. 
Member banks should rely upon redis- 


counting with the Reserve banks. 


only to meet seasonal or emergency 
credit needs—not habitually—and 
the maintenance of discount rates 
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above the market would harmonize 
with such practice. It is not to be 
expected that increases in discount 
rates which lag behind the market can 
effectively prevent an undue expansion 
of credit, although they may help to 
correct such a condition once it is 
recognized. 

What was thought to be a necessity 
of Government war financing, continu- 
ing after the cessation of hostilities in 
1918, established a precedent for low 
rediscount rates, which encouraged an 
unwarranted use of credit, 
with ifs attendant inflation — 
a situation which, fortunately, 
does not exist today. There 
is now no such incentive to 
laxity of restraints upon credit 
expansion as that which 
proved so harmful in 1919-20. 


New Rural Credit Banks 


The modifications in the 
country’s banking organiza- 
tion provided for in the re- 
cently enacted rural credit 
law will probably not greatly 
affect the total volume of 
bank loans for several months. 
Their net effect will be a 
considerable enlargement of 
potential bank loans and 
discounts. 

Besides the provision for 
privately financed “national 
agricultural credit corpora- 
tions” under the supervision 
of the Comptroller of the 
Currency, the law authorizes 
the creation of twelve 
“Federal intermediate credit 
banks’’ under the control and 
management of the Federal 
Farm Loan Board. The latter 


are to have a capital of Re 


$60,000,000, or $5,000,000 
each,supplied by theTreasury. 

However useful, the 
service of agricultural and 
live stock interests, may be the new 
banking machinery and the extension 
of the maturity of agricultural paper 
eligible for rediscount by Federal Re- 
serve banks from six to nine months, 
they enlarge the possibilities of credit 
expansion. Excessive expansion would 
be as injurious to the farmers as to other 
elements of the business community. 


Bases of Business Expansion 


The renewed intensity of interest 
in the credit situation serves a very 
useful purpose when it induces business 
men, as well as their bankers, to re- 
examine the bases of current industrial 
and trade activities and programs for 
the future. The numerous instances 
of refusal to accept orders for goods, 
when it is thought the commitment 
by the buyer would be purely specu- 
lative, are evidence that business men 
have not forgotten the cancellations of 


COPYRIGHT, UNDERWOOD &@ UNDERWOOD 


Shops like this one in Berlin, are springing up in all German cities to 
purchase jewelry, old gold and silv 
wealthy classes 


contracts and the sweeping losses of 
1920 and 1921. It is doubtless true 
that excessive caution and undue ap- 
prehension of pitfalls ahead can 
scarcely be as harmful as unwarranted 
confidence in the continuance of pros- 
perity. It is none the less desirable, 
however, that business policies should 
be formulated upon appreciation of 
opportunities for helpful enterprise as 
well as the dangers of unwise commit- 
ments. 

The rapidity of the increase in busi- 
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and its aftermath, and there is no 
reason to suppose that the present 
scale of activity in this field wil] 
continue indefinitely. The building 
industry’s requirements in labor and 
materials have been among the chief 
supports of the increasing volume of 
general business. 

The unprecedented output of auto- 
mobiles and extraordinarily large pur- 
chases of railroad equipment represent 
aclivity in other lines which has also 
been reflected in general business. 

The importance of a con- 
tinuation of the fecent activity 
in any of these branches of 
industry may easily be ex- 
aggerated. A high rate of 
production has been reached 
in so wide a range of indus- 
tries that the continuance of 
active business in general is 
not so directly dependent 
upon condilions in a single 
industry as it was in earlier 
months. 


Production Outstripping Prices 


Industrial production has 
increased proportionately 
more than have prices since 
the recovery from the recent 
depression began. The Fed- 
eral Reserve Board’s index 
of production in basic indus- 
tries, corrected for seasonal 
variation, advanced 62 per 
cent from July, 1921, to 
January, 1923. The Harvard 
Economic Service’s index of 
the volume of manufacture 
showed an increase of 48.6 
per cent from May, 1921, to 
December, 1922. 


are now living 


ness activity in recent months and the 
current rate of production and distri- 
bution of commodities amply justify 
the question whether or not the present 
bases are likely to be sustained for any 
considerable period. 

The shortage in housing and other 
construction has induced an extra- 
ordinary wave of building activity 
which continues unabated, despite ris- 
ing costs of both labor and material. 
The greatest concentration of activity 
has been in the field of residential 
building. There is still an indicated 
shortage of considerable proportions, 
and if there is to be an early decline in 
the volume of new construction, in the 
absence of a general reaction in busi- 
ness, it will probably be induced by 
rising costs. This extraordinary volume 
of construction work has resulted from 
the presence of gaps due to the dis- 
turbed conditions of the war period 


er, by the sale of which the once 


Varying increases in the in- 
dex numbers of prices above 
the low points reached in 1921 
and 1922 reflect the differing 
methods of compilation, but 
none of the familiar indexes 
shows an increase equal to the indicated 
expansion in manufacture. The latest 
available figures show advances above 
the respective lows ranging from 14 per 
cent for the Department of Labor’s 
index to 31 per cent for Bradstreet’s. 
It is not assumed in referring to these 
differing ratios that identical rates of 
increase in the volume of business and 
in prices would necessarily represent 
wholesome business conditions. The 
comparison is useful only as suggesting 
a relationship which has a bearing upon 
the probable future course of produc- 
tion and prices. 


Renewed Price Advances 


Following the earlier rebound of 
prices which was arrested about the 
middle of 1922, for about six months 
index numbers of wholesale prices 
remained fairly constant, save as they 
emphasized raw or semi-finished 
(Continued on page 47) 
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CLEARING HOUSE 


How Many NewCustomers Per Month? 


Twenty-three 


The Number of New Accounts as Disclosed by a Daily Record 
of New Business Is as Important as Increase in Deposits 


ILE it is true that the actual 
progress of your bank is determined 
by increase of the figures for total 
deposits, to gauge accurately the extent 
to which your bank is widening its 
circle of friends, it is necessary to know 
just how many new customers you 
are getting each 
month. The 
amounts can be 
allowed to take 
careof themselves 
— toa certain ex- 
tent, anyway. 
Wekeepa daily 
record of new ac- 
counts, re-opened 
accounts, and 
closed-out ac- 
counts, each de- 
partment and 


tant tot ce-presi- 

dent. Union & Planters branch reporting 
Tenn. slips provided 


for that purpose. 
Thisincludes time certificates of deposit. 

From these slips showing the indi- 
vidual accounts, a daily consolidated 
report is made up, grouping the ac- 
counts according to departments and 
branches. This enables us to see 
what new friends we are making, the 
accounts that are re-opened and what 
accounts are closed out. 

But to measure our gains for each 
month, we transfer the numbers in 
each division and classification to a 
New Business Record each day, which 
record is recapitulated at the end of 
each month, a copy of the form used 
for this purpose being reproduced 
herewith (Fig. 3). 

Inasmuch as the initial deposit of 
an account is rarely ever the criterion 
of the caliber of an account, the propo- 
sition, as we saw it, simmered down to 
just how many new customers we were 
getting each month. We felt that de- 
velopment work could take care of 
the amounts in each individual account. 
This New Business Record, further- 
more, enables us to determine the days 
of the week and the days of the month 
when we can expect the high and the 
low in new business, and therefore 
base our advertising plans accordingly. 

For instance, we know that Monday 
is our heaviest day in the week in 


“putting on new business, while Tues- 


day is our lightest day. Then again, 
that the first ten days in the month 
witness the greatest number of new 
accounts, while the remaining twenty 
days show a gradual decrease in new 
business and a gradual increase in 
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closed-out accounts, especially check- 
ing accounts. As it is our belief that 
the “floating new business” floats to 
the bank that uses the most forceful 
and timely advertising, we know if we 
run copy, say on Saturday afternoon, 
Sunday or Monday morning, we in- 
crease the ratio of our new accounts 
Monday. We would not run anything 
save institutional copy in the morning 
paper on a holiday, but we would run, 
say, savings department copy in the 
morning paper on a holiday because 
the day after most holidays, unless 
they occur towards the end of the 
month, is generally a good day for 
new business. 

There is no doubt in our minds that 
selling the bank’s services which cater 
to the mass of people, is a merchan- 
dising proposition just as much as 
selling department store goods is, and 
the selling argument that is freshest 
or most appealing in the minds of the 
prospective buyer gets the business. 
Our product is somewhat different 
from the department store’s merchan- 
dise, yet to our mind all advertising 
comes down to the fundamental of 
getting public patronage by public 
service. The same fundamental prin- 
ciples apply to selling beans and selling 
banking service. 


Visualizing a Slogan; 
and Other Copy Ideas 
By T. D. MacGREGOR 


9 Hanover Street, New York 


ECENTLY I had an opportunity 

to see sample deposit slips of about 
a hundred different banks and trust 
companies. Only about 10 per cent 
used the backs of the deposit slips for 
advertising of any kind, yet that seems 
a logical place, especially in view of 
the fact that most bank customers 
take a supply of deposit slips to their 
home or office. Fol- 


Another bank uses a big “4%% 
Interest on Time Deposits.” 

Still another features its safe-deposit 
boxes. Others call attention to their 
trust services. 

An Indiana bank uses the space to 
answer the question “‘What is thrift?” 


At pIFFERENT times I have spoken 
about the prevalence of the historical 
idea in bank advertising. The geo- 
graphical complex seems to be coming 
into ils own now, as witness the 
two of that kind reproduced herewith 
(Fig. 1). They are interesting. 


A FULL-PAGE advertisement was pub- 
lished by the Georgia Railroad Bank 
in the Augusta Herald some weeks ago 
which was rather sensational. Let the 
Herald describe the stunt: 

“The Herald deposited $1 in the 
Georgia Railroad Bank today. 

“That $1 is to remain there drawing 
4 per cent compound interest until 
February 8, 3923. 

“If our descendants multiply as 
rapidly as will the $1, there won’t be 
room for anybody else in town on that 
momentous withdrawal morning. But 


Dominant at Home 
Prominent the World Over 


«| 


lowing are some of 
the points emphasized 
in the cases where the 
backs of the deposit 
slips were so used: 
“Are you using all 
the facilities offered by 
the Citizens Trust 
Company?” Then 
followed a list of de- 


All can be reached directly from this bank. 


convenience we supply you with letters of credit, 
Spring and summer reservations now open. Book your passage now! 


partments. 
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of the new unit system of ing develop 

eve Trust Company for its eight offices in Manhattan, Brooklyn and 

office is in direct charge of a Vice-President equal in authority to the 
ident of a local bank. . . Each office intimately understands the 
iness and banking needs of the district served. . . Each office takes 

an aggressive interest in the business welfare of its nei 

customers. . . Each office is backed by the entire resources of the 
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proximately $75,000,000. . . The result is sym- 
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COMMERCIAL ACCOUNTS 
New Re-Opemed Cloned New 


MONTH OF. 


NEW BUSINESS RECORD 


Re Opened Closed 


New Renewed Redeemed 


Total Net Gain Savings Department 


Total Net Gain Certificates of Deposit 


Interesti: 
pages of history, as represented in our news- 
papers, and see mirrored there the institu- 
and individuals of another day 


the U: of Washington library are files 
Uy forbear of the Post intel 
today, dating back to Seattic’s villagehood. 
iilips, Horton & Co. Bankers (the 
National Bank of 1923), sent forth 

to the business 


DEXTER HORTON NATIONAL BANK 


Second Avenue at Cherry 


Seattle 


Deposits made on 
or before the 10® 
will draw interest 
as from the 1# 


ind stolen from the tombs of the 
Pharaohs, 

That was before the day of Safe-Deposit 
vaults like ours. 

For a small yearly fee you can get better 
protection for valuables in out vaults than 
the ancient Egyptian kings to get 


by the expenditure’of vast sums and the 
labor of thousands. 
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CLEARING HOUSE 


here’s where we put one over on our 
descendants — we are not going to leave 
the money to them. 

“We are going to will it and do 
hereby will it to Augusta’s most beau- 
tiful girl in 3923. 

“Do you know how much that $1 
will amount to in 3923? Well, it will 
be $11,659,421,621,000,000,000,000,- 
000,000,000,000. If you don’t believe 
that, work it out for yourself. Accord- 
ing to our calculation that sum is 
nearly twelve decillions of dollars. 

“Roughly speaking (if one is per- 
mitted to speak roughly of a decillion 
of dollars) the sum of one dollar, if 
placed in the bank at 4 per cent interest, 
compounded quarterly, will double 
itself in about 17% years. Figures 
show that a dollar will grow, 
under those circumstances, to 
$64 in 105 years; to $4,096 
in 210 years; to $262,144 in 
315 years; to $1,048,576 in 350 
years; to $16,777,216 in 420 
years; to $1,073,741,824 in 525 
years; to $1,099.511,627,776 
in 700 years. After that there 
is no way to stop the dollar. 
It will rapidly own the world. 
The writer is dizzy and must 
stop. Let the reader finish 
the figuring. 

“In willing this huge sum 
to Augusta’s prettiest girl, we 
become one of the world’s 
greatest philanthropists. 

“We'll be the only person 
now alive in Augusta who’ll 
have his name on the first page of the 
newspapers that day. 

“Why, our heiress will have to have 
a fleet of motor trucks to get the money 
out of the bank! 

“So here goes.” 


In THE opening gun of its new adver- 
tising campaign, the Manufacturers 
Trust Company, New York, used a 
map to show the location of its various 
offices and explained what it calls the 
“New Unit System: A Step Forward 
in Branch Banking” (Fig. 2). 


Siruatep at one of the great foci 
of traffic and trade in New York 
City—Columbus Circle, the Gotham 
National Bank is able to have a very 
appropriate circle emblem, clearly indi- 
cating its location (Fig. 2). 


Suowinc a picture of the lobby of 
its Safe Deposit Department is a good 
feature of the advertisement of the 
lowa National Bank of Des Moines 
(Fig. 2). It gives a better idea of the 
protection afforded than many words 
could do. 


When St. Louis recently voted 
$87,000,000 for civic improvements 
the National Bank of Commerce 
in St. Louis, believing that such a 


step was one of great commercial as 
well as civic importance, published a 
ten-inch by four-column advertisement 
on the subject, as shown herewith 
(Fig. 2). It was inserted in a number 
of leading financial publications 
throughout the country. 


Ir 1s only natural that there should 
be a crop of Tut-Ankh-Amen financial 
ads. The three reproduced, two for 
safe-deposit business and the other for 
investments, are shown (Fig. 4). Such 
“news” ads receive special attention if 
timely. 


Tuere are some interesting special 
features about each of the three far- 
western bank ads reproduced in a group 


Fig. 5. The ‘‘Financial Lighthouse on the Jersey Coast”’ 


(Fig. 4)—fascinating history in that 
of the Dexter Horton National Bank, 
Seattle, strong emphasis on 4 per cent 
interest in the Sacramento-San Joaquin 
ad, and good savings argument and 
fine layout in that of the United 
States National Bank of Portland, Ore. 


Recaropinc the “lighthouse” shown in 
Fig. 5, T. H. Beringer, Jr., assistant 
treasurer of the Seacoast Trust Com- 
pany, Asbury Park, N. J., writes: 

“At the annual Business Men’s 
Show at the Asbury Park Casino, we 
had a booth carrying out our slogan 
‘A Financial Lighthouse on the Jersey 
Coast.’ We erected a lighthouse, as 
shown in the picture and in the upper 
section there was a flash which went 
on and off every three seconds, which 
attracted attention and gave a very 
good effect. We are going to have an 
outdoor board built with the center 
of the board built up very much like 
this show display, with a light which 
will operate at night.” 

It isn’t every financial institution 
that has as good a slogan and trade- 
mark as this for such a display. 


“AN insptrinc Example of Foresight” 
was the title of a large newspaper 
advertisement published by the Illinois 
Trust & Savings Bank, the Merchants 


Loan & Trust Company and the Corn 
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Exchange National Bank of Chicago, 
to call attention to the fact that 28,728 
individuals had joined their 1923 
Christmas Savings Club to save over 
two million dollars for next Christmas. 

The Fletcher Savings and Trust 
Company, Indianapolis, ran a news- 
paper ad covering the results of its 
employees’ new business’ contest 
whereby 2,564 new accounts and $886,- 
515 in deposits were obtained by 211 
employees in two months. 

The Bank of North America, estab- 
lished 1781, and the Commercial 
Trust Company, established 1894, 
both of Philadelphia, were merged a 
short time ago and upon that occasion 
a half-page advertisement headed 
Enlarged Bank Equipped for 
Enlarged Service” was pub- 
lished in Philadelphia and 
New York newspapers. 


Ir you are importuned to ad- 
vertise in a foreign language 
newspaper and would prefer 
not to, consider the experi- 
ence of the Inter-Racial 
Council, Americanization 
campaign, the largest thing 
of its kind ever attempted in 
this country. It was found 
that the foreigner could be 
reached effectively, if there 
was a strong visual appeal, 
through the English language 
press. If the illustrations in- 
terested and held the man, 
his curiosity would send him to one 
of his fellows for an interpretation of 
the printed message. 


Awonc the fine booklets which have 
come to my attention in the past 
month are the following: 

“And They Lived Happily Ever 
After,” a booklet on thrift for newly- 
weds put out by the Jamaica (N.Y.) 
Savings Bank and other savings insti- 
tutions in its group in Brooklyn, 
Queens and Staten Island. 

“The Wachovia and Its Work,” an 
attractive catalogue of the services of 
the Wachovia Bank and Trust Com- 
pany of Winston-Salem, Asheville, 
Raleigh, High Point and Salisbury, 
North Carolina. It is illustrated with 
fine pen drawings of the various offices 
and is printed in two colors inside with 
a three-color cover. 

‘‘Why a Will and How; Your Estate 
Deserves Expert Administration” —a 
complete exposition of the subject in 
most pleasing typographical dress. 


Here is a new form of service— 
buying commutation tickets for its 
commuting customers, thus saving 
them considerable annoyance—that 
is building good will for the Glen Ridge 
‘Trust Company, Glen Ridge, N.J. I 
reproduce the letter to the customer as 


(Continued on page 36) 
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THE BURROUGHS 


the Interests Fruit Farming 


Co-operative Selling in Michigan, the Banker Behind It 
and What It Has Done for Grower, Merchant and the Bank 


STERN Michigan farmers are 
now getting 125 per cent more 
for their fruit than they did six years 
ago. This increase, over and above 
the natural advance in price, is due 
almost entirely to the efforts of James 
M. Rose, cashier 
of the Berrien 
County Bank, at 
Benton Harbor. 
For years, Mr. 
Rose, who is an 
ex-farmer, knew 
that fruit growers 
in that section 
were being robbed 
by local buyers 
who handled their 
products. Tohelp 
himself and to in- 
crease the bank’s 
business, he knew 
something must 
bedone. Inlook- 
ing around for re- 
lief, he heard of 
what other fruit 
farmers had been 
able todothrough 
collective selling, so he decided it 
might be worth trying in his section. 
Calling together about fifty farmers 
at Millburg, a few miles from Benton 
Harbor, where he had his farm, he told 
them of the plan. They organized a 
local shipping association at the mcet- 
ing, and put up a packing shed. The 
first year they got 10 cents a bushel 
more for their peaches—that is, 10 
cents more than the local buyers were 
paying individuals. 

Other farmers heard of the success 
of this local, and Mr. Rose was pressed 
into service as an organizer. Ina year 
he put over eight or ten locals for 
farmers who patronized the Benton 
Harbor market. 

After three years of operating, Mr. 
Rose and his fellow farmers found the 
locals were not the thing, for, while 
they increased prices somewhat, the 
buyers were pitting one local against 
another, so that these farmers were 
still competitors, although organized. 

““It was plain to me then, afler three 
years, that ouraims had been defeated,” 
Mr. Rose said. “Our next step was to 
group all of these locals into one big 
organization, and to employ a man to 
do the selling, thus seeking wider dis- 
tribution and better prices. 

“This was in 1918. We met—that 
is, representatives from the various 
locals—at Grand Rapids, and formed 


James M. Rose 
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the Michigan Fruit Growers’ Exchange. 
It was purely a selling organization to 
handle the tree fruits and melons. 

“We hired a man who knew the 
various markets, and put him in the 
office we opened at Benton Harbor. 
We paid him $7,500 a year and he 
was worth the money, for, instead of 
having to sell to local buyers at what- 
ever they wanted to pay, he shipped 
carload after carload of fruit all over 
the country. We sold on the Ft. 
Worth, Pittsburgh, and other markets. 
This relieved the congestion at Chi- 
cago, where we had been in the habit 
of shipping. Prices there and on the 
local market advanced, giving the 
farmers who did not join up a chance 
to benefit by our work.” 

Mr. Rose figures that the overhead 
selling organization increased prices 
fully 100 per cent over what local buy- 
ers had been offering up to the time 
the first locals were started. Not only 
that, but all business was for cash, 
with few exceptions, and there were no 
losses from shipping to unscrupulous 
brokers. The men who handled the 
fruit were dealers with good repu- 
talions and commercial rating. More- 
over, it was easier, because of the 
exchange, to collect railroad claims, 
and to get better car service. 


Ir was not such an easy task to 
effect the organization, despite its need 
and benefit to the growers. Many 
were skeptical and refused to join at 
first. Then, again, the local buyers, 
seeing their business getting away 
from them, offered better prices than 
the exchange had been able to get. 
True, they lost money in this way; 
but they figured that the organization 
out of the way would give them a 
clean field again, and they could pay 
what they wished for fruit. 

“We kept pounding away,” contin- 
ued Mr. Rose, “pointing out to mem- 
bers the purposes of the buyers in 
offering higher prices. Anyhow, we 
had our members signed up so that if 
they deserted they lost their note for 
$150 which they deposited when the 
locals were organized. We didn’t need 
this protection, for all of them stuck. 

“We finished the first year in good 
shape, getling better prices than the 
local market, despite the advance the 
buyers made to wreck us; and for this 
service the charge was but 1% per 
cent. We were able to turn back to 


our farmers a great part of the 5 per 
cent which we figured necessary to pay 
our sales manager and his staff. On 
top of that the 2 percent insurance fund 
grew so large that we discontinued it. 

“When the second year opened up, 
the buyers were still after us, but be- 
fore the season was very old, they 
were coming to our office and buying 
our fruit. This does not mean they 
quit fighting us. They did not, but 
they knew they got standard quality 
and pack when buying from us. 

“This was one of the first things } 
insisted upon in organizing the locals. 
I told these farmers that we had to 
establish a reputation for pack and 
quality, and that all fruit must be 
graded by machine or impartial em- 
ployees to insure these two things. 
Quality is the big thing in co-operative 
marketing of any product, for it is 
upon this that the reputation is built. 
It costs a lot of money to get business, 
and the only way you can hold it is by 
delivering the goods. 

““My business experience showed me 
this, and I imparted it to our farmers. 
They agreed, and wherever possible 
mechanical graders were installed to 
do the work.” 

The working of the organization is 
quite simple. The members deliver 
their fruit at their locals where it is 
graded, packed and loaded on cars. 
The sales manager is then notified, and 
he consigns the car from orders he has 
received. The money is returned to 
the main office, and after the expenses 
have been deducted, it is sent to the 
local where the farmer gets it. 

In addition to helping to organize 
the locals and the big overhead ex- 
change, Mr. Rose, even though he no 
longer is actively interested in farming, 
serves as treasurer for the exchange. 
The funds, naturally, pass through his 
hands and his bank thereby benefits. 
It is easy to see that he has made a lot 
of friends and business customers be- 
cause of his desire to help himself. 
Ride with him through the fruit dis- 
trict and you'll find farmers, almost to 
a man, calling him by his first name. 

This friendship resulted in his estab- 
lishing other financial connections in 
outlying districts which are inconven- 
ient to Benton Harbor. The farming 
business in Western Michigan has bene- 
fited, and the merchants in Western 
Michigan are also behind the exchange 
because they know it means more busi- 
ness for them when the farmer is able 
to get a decent price for his products. 
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The Falls Bookkeeping Machine Desk 
Saves 40% of Space 


in Machine Bookkeeping Department 
Some of the Banks making this Saving with Falls Bookkeeping Machine Desk: 


THE BANK OF PITTSBURGH FEDERAL RESERVE BANK TEXAS NATIONAL BANK 
PITTSBURGH, PA. CHICAGO, ILL. BEAUMONT TEXAS 

FIRST NATIONAL BANK CHEMICAL NATIONAL BANK TRUST COMPANY OF NORFOLK 
SAN FRANCISCO, CAL. NEW YORK, NORFOLK, VIRGINIA 

SEATTLE te BANK FIRST BANK BANK OF BROOKINGS 
SEATTLE, W CHICAGO, ILL. BROOKINGS, SO. DAKOTA 


THE FIFTH-THIRD NATIONAL BANK, CINCINNATI, OHIO 
OVER 2500 NOW IN USE 


Write for Full Information 


Fatts 


THE FRITZ-CROSS COMPANY | 
ST. PAUL, MINN. | 


Exclusive licensed manufacturers 
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THE BURROUGHS 


PROTOD-G 


Forgery-Proof Checks and Drafts 


Quick as Chain Lightning 


Try to ‘‘wash’’ the name from a PROTOD- 
Greenbac check or draft and, PRESTO! the 
magic ‘‘voids’’ flash out. Anything written on its 
face—date, payee’s name, etc., is alteration-proof 
and forgery-proof. 


One drop of ink eradicator makes the whole 
document ‘‘void’’—instantly. 


The new Double-Quick Model Protectograph 
Check Writer is quick as lightning, too. Bank 
men are all talking about it. Have you seen it? 
Writes and protects the amount ‘wo words at a time 
in two colors. The famous Todd ‘“‘shredding’’ 
principle, like this: 


= a 


ubie 1 
Model 


Protectograph 
Check Writer 


2 words at a time 


ADVERTISING SECTION 


Todd System Include 


Banks which purchase Protectograph Fraft 
Check Writer 0» PROTOD-Greenbac 
receive a $10,000 insurance policy, pro- PRO 
tecting them and the bank on which the fhep 


Send coupon with letteffead 
PROTOD-Greenbac Fomfry-P 
work of the Double-Quicifilode 


TODD PROTECTOR 


1186 University Ave. 


Twenty-eight Cc 
| 
| 

40] 

|$3}30} 3¢} 

1$ 1/10] 
— | 


$10,000 Insurance 


aph fraft is drawn, jointly, against loss or 
bac fRwsuit. When both Check Writer and 
PROTOD-Greenbacare purchased zogether, 
the fe policy gives complete forgery coverage. 


th lettead for samples of 
bac Foriry-Proof Checks and 
Protectograph. 


Rochester, N. Y. 


Topp 
PROTECTOGRAPH 
Co., Inc. 
Rochester, N. Y. 


Send me exhibits as specified. 
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The The 

Most Safe 

Popular That 

Home Wins 

Savings a 

Bank Home 

on With 

the . Your 

Market Competitor's 

Today Customers 
CHICAGO THRIFT COMPANY 

Chicago 
BRASS BANKS DON'T RUST 


capital of $600,000 and a surplus of $1,500,000. Name of bank furnished on request. 


My Dear Mr. 


Replying to your letter of March 17th in which you state your 

intention of returning to the old game with CHICAGO THRIFT COMPANY beg 

a * to state I believe the CHICAGO THRIFT COMPANY has (in its Money Barrel) 
@ real business getter. 


oy We purchased 5500 ‘‘MONEY BARRELS’’ of the large size. During 
Poe. the period from October 23rd, 1922, to date we have opened 3000 gaevente 
fe with the ‘‘MONEY BARRELS,’’ the accounts showing an average of about 


$30. 4 I believe you will agree with me when I say this is a fine 
recor 


We have done no newspaper publicity work, our only advertising 
being a window display covering periods of one week each month. 


Further information in the matter I will be pleased to furnish 
if you so desire. 


Yours truly, 
National Bank 
(Signed) 


, Asst. Cashier 


The Index (@ Why Stamp It Wrong, When 
You Can It Right? 


HE Medearis Patented Index for 
rubber stamps insures the right 
stamp the moment you pick it up, and 
hy it is never upside down. 
Y The Index is grooved into the mount 


INDEXED Eres that your rubber stamp is made on 


and is no trouble to you. 


If you are tired of rubber stamp troubles ask your stamp maker for the Medearis 
Patented Flanged Groove Mount on your next order. If he does not have it—write to us. 


FOR SALE BY ALL RUBBER STAMP MAKERS 


| MEDEARIS MOULDING CO. Winston-Salem, N.C., U.S. A. 
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Who'll Save the Face of the 
Statement Envelope ? 


(Continued from page 14) 


in banks everywhere, here is what is 
happening as customers walk up to 
the designated window. 

“I would like to get the statement of 
Mr. William Jones, please.” 

The clerk finds Mr. Jones’ card. 
hands it over for the signature of the 
applicant, gets the envelope contain- 
ing the statement and _ cancelled 
vouchers and hands it out to the person 
making the request. 

In most cases the familiar looking 
envelope is placed in a pocket and 
carried back to the office, or to the 
home, to await a more convenient 
time to examine the checks and prove 
the balance. 

It may be a matter of hours, days 
or even a week before it is again taken 
up if the owner is sure that he has a 
comfortable balance. And then he 
reads, in twenty-four point, bold face 
capital letters: 

“THIS IS A STATEMENT AND 
HERE ARE YOUR CANCELLED 
VOUCHERS.” 

“Angels, forgive us!” Can’t the 
man see that for himself? Haven’t we 
told him all along that one of the 
advantages of keeping a commercial 
account and paying by check is that 
he will have a statement of his account 
handed him each month and that he 
will receive back his cancelled checks 
which have become vouchers that the 
amount is paid? 

And after he has gone to the bank, 
asked for their return, pocketed them, 
and sits down to look them over, isn’t 
it an insult to a depositor’s intelligence 
to tell him in big type that he now has 
them? 

But if we assume that the advertis- 
ing on the envelope is getting across 
and is being read, how about the cat- 
aluguing of all the departments in the 
bank? 

Is it reasonable to expect that people 
will read, to say nothing of retain. 
such information? No, it is not. 

The facts undoubtedly are that once 
upon a time someone thought that he 
would place some printing matter on 
the envelope containing his bank’s 
statements. The printer’s boy was 
waiting, so he dashed off what came 
to his mind. . 

It happened to be a country printer 
who had the job, for he did not know 
his costs and was willing to do the 
work “‘cheaper.” 

This printer had set up hundreds of 
auction bills in his day and knew just 
how to make them “brave and bold.” 
Naturally he set the copy for the enve- 
lopes the same way. 

It went. And when a competing 
bank saw it they said to themselves, 
“Nothing can be put over on us. We'll 
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do the same.”’ So they wrote in their 
name where the other’s appeared and 
ordered a few thousand envelopes for 
their use. 

From that early day until this, 
hundreds of banks have followed the 
example. When more envelopes were 
needed a sample was sent over and 
the same copy printed again and again. 

Suppose that a bank should have an 
important piece of news that it would 
like to tell its 5,000, 10,000, yes, even 
50,000 commercial customers. And 
suppose that it decided to have one of 
the employees stand just outside of 
the stalement window and personally 
give the information to the customers 
as they appeared in line. 

Do you think that a bold, loud talk- 
ing, smudgy appearing person would 
be selected to deliver the message? 

Would he be permitted to chatter 
on and speak phrases like “‘A general 
banking business,” — “‘Letters of Credit 
and Travellers’ Checks,” or “Interest 
paid on savings deposits?” 

Hardly. 

First, the president of that bank 
would be mighty careful as to the 
appearance of the fellow who would 
meet their customers. Second, they 
would expect him to talk intelligently 
and informatively of the one particular 
thing that they wanted to get across 
to the mind of Mr. Customer. 

The statement envelope is this man. 
Why not be equally careful as to what 
goes on its face and how it speaks? 

The chances are that there are a 
number of other departments of the 
bank with which the customer is not 
familiar, and yet for which he might 
have use if he knew of theservice offered. 

Why not tell him of one of these? 
And next month why not tell him of 
another? 

By pressing home one thing at a 
time, it is far more likely to be remem- 
bered. This is a rule in good sales- 
manship that is inviolate. 

The First National Bank in Detroit 
recognized these facts some time ago 
and has been giving each of its com- 
mercial customers each month a bit of 
information about the various features 
of the bank. 

It has been the aim to make this 
information human—like people talk 
—and so that it can be understood. 

To what extent we have succeeded 
is indicated by the samples exhibited 
on page 14. In con‘rast are the enve- 
lopes used by two other banks and 
typical of many. 

Which would be the most likely to 
interest you? 


Teller: “‘“Madam, you will have to 
get some one to introduce you before 
{ can cash this check.” 

Madam: “Sir, I am here on business 
and not to make a social call.” — The 
Security News. 


HAT Bank dees more than 


. a nice thing: 


—which renders a Complete and Definite 
Travel Service to its patrons going abroad 


Changing their traveling funds into safe and inter- 
nationally usable currency, of course. 


But the “more than nice thing”—the service that 
goes beyond business and gives the feeling of 
personal consideration, is one which relieves the 


Bank’s patrons of the many troublesome details 
and cares of travel. ; 


If they are going on an Independent 


Tour, such a service— 


—helps them plan and lay out their trip 


—attends to the purchase of all railroad and steamship tickets 
in advance 


—-secures all hotel reservations 
—gives information as to passports and visés 
—assures them of being met wherever they go, at all principal 


foreign cities or frontier stations, by a uniformed and expe- 
rienced guide and interpreter 


—arranges for the delivery of mail or cable 


—puts them in intimate touch with local trade or credit con- 
ditions or business opportunities 


—makes it easy for them to meet the right people 
—-straightens chance legal difficulties 


Or if their preference is for a small, 
select Conducted Tour— 


—such a service extends ougratens for the widest and most 
varied selection of trips with full information as to itinera- 
ties, sailing dates and costs. 

These are only some of the “more than nice things” 
that Bank can do which sells: 


American Express 
Travelers Cheques 


For, with such a bank’s close connection with the 
American Express Company, thru trade in their 
Cheques, Exchange Orders and Letters of Credit, 
all the interlocking services of this great inter- 
national banking, shipping and travel organization 
are naturally and easily available. 


Just a line to the Manager of any American Express 
Company office—and all these “nice things” and 


many other services are at your patrons’ command 
—all to the credit of your Bank. 


Responsibility for the peace of mind and financial 
protection of the American traveler abroad begins 
at the bank which sells him his travelers cheques. 


AMERICAN EXPRESS Co. 
65 BROADWAY, NEW YORK 


29 Luckie Street, Atlanta, Ga. Market Street at Second, San Francisco, Cal. 
Ninth & Locust Street, St. Louis, Mo. 32 North Dearborn Street, Chicago, Ill. 
231 St. James Street, Montreal, Canada 


INTERNATIONAL BANKING—SHIPPING AND TRAVEL 
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PRICE $22.00 DELIVERED P. P. 


Security 
The best results of Sealing Wax 
are obtained by the use of our 
Seal-Rite Sealing Wax Machine. 
No flame or evaporation in our 
simple method, hence all of the ad- 
hesive qualities remain in the wax. 


Sealing Wax 


Wafers are made of the best grade 
of sealing wax that is possible 
to make. 185 wafers per pound. 
Choice of four standard colors. 


Economical 


In operation, saves both time and 
wax, eliminates the danger of fire 
and burnt fingers. 


Simple 
In construction, seal die is at- 
tached to the machine making a 


one-handed operation, attaches to 
any lamp or wall socket. 


Costs 


Less than one cent per hour to 
operate, using either 110 or 220 
volts, direct or alternating current. 


WE MANUFACTURE ALL KINDS 
OF SEALING WAX 


ELECT RICAL SEAL CO. q 


Manufacturers of Seal-Rite Products 
| 226 St. Clair Ave., CLEVELAND OHIO 


: 
H 
: 


| you may ship - of your Seal-Rite machines 


| 110 or 220 volts are used — send 
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For the Good 


THe BuRROUGHsS 


of the Service 


By W. E. WALKER 
First National Bank, Madison, Wis. 


ROP into the directors’ room of 

the First National Bank— Central 
Wisconsin Trust Company some Tues- 
day or Thursday morning shortly 
after 8 o’clock. 

“Pretty young board for a ten- 
million-dollar institution,’’ you’ll 
probably remark. 

It’s true that most of the group of 
men gathered there around the table 
are on the sunny side of thirty. It is 
only their youth, in fact, that arouses 
your suspicion and reveals the fact 
that they do not constitute the real 
board of directors, for their deliber- 
ations are just as profound. 

This is the gathering of something 
like a junior executive committee, a 
discussional group, consisting of the 
heads of departments of the bank and 
trust company. No officers are present. 

The sessions are aimed to co-ordinate 
the work of the various departments of 
the institution, particularly with a view 
to improving service and securing more 
business. 

**A little beyond the scope of the 
Advertising and New Business De- 
partment?” you insinuate. 

Not at all, we feel—only in line with 
worthwhile tendencies. 

In the old process of merchandising 
it used to be the duty of the advertiser 
to take a product as turned out by the 
manufacturer and sell that product re- 
gardless of its merit or possible improve- 
ment. It was “his not to reason why.” 

Approach an advertising man with 
a product today, however, and chances 
are he’ll do a little researching. If he 
doesn’t make some practical sugges- 
tions to the manufacturer when his 
field men come in, he’s probably con- 
cluded that the product has merit and 
is beyond normal criticism. 

In banking, it’s still pretty largely 
“being done” for the advertising man 
to accept the bank as he finds it and 
advertise its product regardless of its 
merit or possible improvement. 

The bank’s product, of course, is 
service and it’s an exceptional bank 
service that won’t stand for some im- 
provement at least. 

Anyway, that’s the way we felt 
about it. The service of the First 
National Bank—Central Wisconsin 
Trust Company would have compared 
quite favorably with the service ren- 
dered by the average bank this size 
but that ordinary service is not the 
kind of service capable of being ad- 
verlised to advantage. 

And so one means for improvement 
was sought in these regular meetings 
of department heads where various 
points of view obtained. 


We thought that our customers knew 
pretty well where they wanted to go 
when they came into our lobby. We 
found that people were often forced 
to go to two or three windows before 
obtaining what they were after. A 
chart of all services performed at each 
window was prepared and each mem- 
ber of the organization was supplied 
with a copy to eliminate this breach. 

We found that many little problems 
were more fundamental than they 
appeared to be on the surface. 

Service which pointed to sten- 
ographic inefficiency resulted in the 
centering of responsibility for all sten- 
ographers in one department head. 

Work was taken off here and put on 
there, when overloading appeared to 
have an influence on the bank’s service 
to the public. 

Minutes are kept of the discussiona! 
group meetings and written reports 
made on the action taken by the 
officers on all recommendations made 
to them. 

This typical page taken at random 
from the minute book of such meetings 
of the heads of departments is indica- 
tive of matters discussed: 


The following suggestions were made: 

That uniform rules be adopted for the 
issuing of trust agreements and that these 
rules be put in writing and relayed to the 
various departments of the trust company 
and the bank. 

That all orders of any importance should 
be put in writing and sent to individuals 
affected by such orders. 

That responsibility for delegating work 
to stenographers of the trust company be 
placed in one person. 2 

That to improve the service of the 
Safe Deposit Department this department 

_be allowed to issue First National Bank 
certificates. 

That more officers be present during the 
noon hour at the trust company. | 

That each stenographer 
mail seal it or have it sealed before pre- 
senting it to Mr. Mitchell. ‘ 

That in order to improve the service of 
securing drafts, especially by the Savings 
Department, some one be placed in direct 
charge of this work. 


Following the minutes of the dis- 
cussional meetings appears a report 
by the chairman on the action secured 
from the officers on each proposition 
appearing in the minutes, for example, 
as follows: 


Regarding the suggestion that uniform 
rules be made as to the issuing of trust 
agreements, these rules were placed in 
writing and relayed to the various depart- 
ments of the trust company. . 

It was agreed by the officers that all 
orders of any importance should be put in 
writing and sent to individuals affected by 
such orders. 

In regard to placing the responsibility 
for keeping all stenographers of the trust 


(Continued on page 34) 
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Thousands 
of Dollars 


from these metal 

banks are depos- 

ited here every 

day. 

Open an account 
NOW 

WITH $129 OR MORE 


LET OUR METAL BANK 
HELP YOU SAVE 


Ask for booklet 


WINDOW DISPLAY ARRANGED BY ONE OF OUR CHICAGO CUSTOMERS 


THIS CHICAGO BANK 


Finds our Home Safes to be a highly efficient 
means of securing and developing savings 
accounts. 


116 other Chicago Banks will likewise attest 
the value of our Home Safes as a deposit- 
building medium. 


35 Styles — Samples Upon Request 


©The AUTOMATIC 


RECORDING SAFE 


159-NORTH: STATE-STREET 
CHICAGO 


ESTABLISHED 22 YEARS 


Over 
30,000 


of these metal 
banks being used 
byourdepositors. 
There is one here 
for YOU. 


Start your account 


NOW with $122 or more. 


Ask for booklet 
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New Accounts 


This is what the Commercial National 
Bank, Youngstown, O., secured in three 
months’ time with the Coin Controlled 
Clock shown above. This, without 
any special campaign. The accounts 
were opened solely because of the de- 
positors’ desire to secure this useful 
and attractive saving device. 


With the Coin Controlled Clock healthy, 
growing accounts are assured, for the deposi- 
tor is compelled to add something to his 
savings every single day. For, while the 
clock is an excellent time-keeper, it must be 
rewound every twenty-four hours. And 
this is not possible until a nickel, dime or quar- 
ter is first inserted. Pennies and bills will 
not operate the clock but both can be deposited. 


The Coin 
Controlled Clock 


—necessarily costs a trifle more than the 
ordinary type of safe, but the experience of 
hundreds of banks has proven that in the end 
it is the Jeast expensive. First—it secures 
an unusually high type of saver—the house- 
wife, the business man. A minimum initial 
deposit of five dollars is necessary. Second— 
its usefulness and attractiveness insure that 
it will not be hidden away in drawer or desk 
—there is no chance to forget it. Third—the 
owner is compelled to add something to his 
savings every single day. 


Our plan of distribution absolutely. guaran- 
tees that every account secured by the Coin 
Clock will be a profitable one or the bank 
is under no expense for the-clock.. Let us 
tell you about. it— 


MAIL THE COUPON TODAY 
The Coin Clock Service Co. 
Guardian Bldg., Cleveland, Ohio 


Without obligation, please send us a Sample Coin 
Clock 6n memorandum and full particulars of your 
GUARANTEED plan for increasing our savings 
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(Continued from page 32) 


company busy throughout the day, the 
officers decided to place Mr. Ottow in 
charge of all stenographic help. 

To allow the Safe Deposit Department 
to issue First National Bank certificates 
in order to improve the service of that 
department was deemed impossible be- 
cause of the legal aspect of the situation. 

In regard to the few officers in the officers’ 
space during the noon hour, it was deemed 


_ impossible to improve this situtation for 


the time being. 


A notation was sent to stenographers 


enlisting their co-operation in getting out 
registered mail by having each stencog- 
rapher seal his or her own registered mail, 
this to apply to the trust company side. 

To expedite the issuing of checks on the 
trust company side, Mr. Libert was put 
in complete charge of this work and the 
issuing of checks made his major job. 

Arrangements were made to secure for 
the Bond Department additional leads 
from the loan cages which will furnish the 
Bond Department with the names of 
people, bond buyers, who leave bonds as 
collateral in either the bank or trust 
company. 


This cross section of the reports ap- 
pears to have been long on internal 
service features. As far as new busi- 
ness leads are concerned, however, the 
meetings of department heads also 
prove helpful, especially to the Bond 
and Commercial Departments. 

Through these gatherings, too, the 
heads of the Savings Department and 
Bond Department have come to work 
in close co-operation so that whenever 
a large deposit is made in the Savings 
Department, the case receives the 
individual attention of the Savings 
and Bond Department managers in 
deciding whether the deposit should 
be left undisturbed or whether the 
Bond Department should be allowed 
to present a proposition to the account. 

Incidentally, the adopted policy of 
the institution on this point is to allow 
the Bond Department to make ap- 
proaches to most large depositiors in 
the Savings Department, this for the 
reason that we believe the best in- 
terests of the institution are served by 
helping customers who have placed 
their confidence in this bank. 

It may be argued that the Loan 
Department would find little to be 
gained by representation at meetings 
of this type. Our loan men, however, 
present an outsider’s point of view to 
many of the other departments and 
are a material factor in offering live 
new business leads for the Bond and 
Commercial Departments. 

I.ong before these department head 
discussionals were underway, other 
means were taken by the New Busi- 
ness Department to improve our serv- 
ice. One important undertaking was 
underway, for example, when a mem- 
ber of the department took his station 
at a desk near the statement window, 
a strategic point in bank service. Re- 
sult: several changes in personnel, 
quicker, more courteous service, sim- 
plification of methods and concentra- 


THE BuRROUGHS 


An Added Service to 
Bring You Business 


Here is a way to get more 
depositors—Super-Safety 
Insured Bank Checks. 
Banks now supplying their 
customers with them find 
this added service increases 
their deposits. It isa selling 
point for new business. 
Thousands of banks now 
give these Insured Checks 
and have increased deposits. 


Look at this thing from the 
depositor’s point of view. 
He wants protection from 
check raisers. And he will 
take his account to the bank 
that gives this positive 
protection. Our volume of 
check manufacturing is so 
large that the cost to you is 
no more than for ordinary 
checks of the same quality. 
Free advertising service is 
included. 


The World’s Safest 
Bank Checks 


They are made of the world’s 
best safety paper. 


They are insured in the 
Hartford Accident & In- 
demnity Co. for $1000.00 
against loss through fraudu- 
lent alteration. 


They are protected indi- 
vidually by the William J. 
Burns International 
Detective Agency, Inc. 


The Bankers Supply Company 


The Largest Manufacturers of 
Bank Checks in the World 


New York Chicago 
Atlanta Des Moines 
San Francisco 


Denver 
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CLEARING HOUSE 


tion of responsibility all directed to 
more complete satisfaction of cus- 
tomers. 

Then there was the series of some 
dozen personnel advertisements pub- 
lished in the local press and aimed not 
only to sell the bank through its em- 
ployees but to hold before the indi- 
vidual coming in ‘contact with the 
public a criterion of service that he or 
she would ever be on the alert to at- 
tain. 

Another suggestion from the Com- 
mercial Department resulted in mul- 
tigraphing the following _ service 
information on the back of each state- 
ment that leaves the bank: 


To prove this statement, proceed as 
follows: 


1. Check the amounts of each canceled 
check with your check book stub. 

2. If there are any stubs for which there 
are no corresponding canceled checks, 
these checks are still outstanding. Add 
the total amount of outstanding checks, 
subtract this amount from the balance as 
shown by the bank statement and the re- 


sult obtained should agree with your check 
book stub balance. 


3. If the balances do not appear to 


agree, verify all additions and subtractions 
on each stub. 

4. If the amounts of the canceled 
checks agree with the amounts deducted 
on the stub record, if all deposit entries are 
found to be correct and calculations veri- 
fied without disclosing the error, please 
report it to the bank for we are always 
glad to assist in reconciling balances. 

We want you to be absolutely satisfied 
that our statement as rendered always 
checks perfectly with your check book 
stub record. While we are not infallible, 
of course, we are exercising every care 
possible to eliminate error. We are anxious 
to serve you well. 


Prize contests for new business 
and service suggestions in which the 
competition is open to members of our 
organization, efficiency prizes in cer- 
tain departments and the social affairs 
of our First—Central Club are all 
factors in rounding out our service 
program. 

Establishing this distinctive bank 
service which you can advertise to 
advantage is not distantly disasso- 
ciated, it seems to me, from our well- 
known Truth in Advertising move- 
ment. Most people in thinking of 
Truth in Advertising, however, recall 
only blustering bargain sale ads or 
fake investment propaganda if their 
minds run to banking. But truthful 
advertising includes the advertising 
of bank service as well. 

Too many service ads from the pen 
of the altruistic agency copy writer, 
it seems to me, fail to protray the real 
attitude of the bank for which they are 
intended and its true spirit of service. 
It is apparently pretty well agreed by 
bank advertising copy writers that they 
can say anything that’s good about 
bank service and it will apply to any 
na with a vault, teller and cash on 

and. 


In talking truthfully about bank 


The Lancaster 
Save-A-Coin-A-Day 
Thrift Bank 


Provides Bankers with 
a successful means of 
securing new Savings 
Accounts and an effec- 
tive method ofkeeping 
accounts active and 
profitable. 

The exclusive patented 
SAVE-A-COIN-A-DAY 
feature is a powerful 
force for interesting the 
public in saving and in 
creating the Savings 
Habit. 

Descriptive circular on request 
| Correspondence invited 
Notice to Salesmen: Eastern territory is now being allotted. 
Salesmen are invited to apply, giving experience and references. 


_ The Edmund S. Lancaster Co., Manufacturers, 604 Mission Street, San Francisco 


SAVE-A-COIN-A-DAY 


SEAL”’ 
COMBINATION CABINETS 
for wrapped coin 


O 
SAVE SAVE Oo 
SPACE TIME 
Look Better Give Positive QO 
Last Longer Control 
Cabinets are Constructed O 
furnished of Steel tS 
with or without Electrically oO 
Detachable Welded oO 
“Snap -Lock” ees Rich Olive O 
Covers This is No. 1-D Combination Cabinet Green Finish QO 
occupies 12 x 4 inches on counter | B 
No. 1 Capacity: 
$15Pennies $150 Dimes 0 

$ 50 Nickels $250 Quarters [] DETACHAND MAIL THIS COUPON—NOW. 
$300 Halves 

No. 1-D Capacity: () BANKERS SPECIALTY CORPORATION 

$15 Pennies $250 Quarters Pp. 0. Box 880 CHICAGO, ILL. 

You may send us the following on approval: 
; O ..-No. 1...No. 1-D Cabinet with cover @ $10 
[] ---No. 1..-No. 1-D Cabinet without cover @$8 

oO Send catalog of ‘‘Square Seal” Specialties 
given space 
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for years have been usin 

Thousands of Banks ovine 

CHECK AND DEPOSIT TRAYS in their bookkeeping _depart- 

ments with their posting and bookkeeping machines, to their entire 

satisfaction, as is evidenced by their repeat orders when in need of 

additional equipment in our line. 

Separate compartments for posted 

and unposted items. 

1. For checks not posted. 

2. For checks posted. 

3. For deposit tickets not posted. 

4. For deposit tickets posted. 

5. Space for fingering checks while posting. 
PRICE — $8.50 each, net, f. o. b., Detroit, Michigan 


COLEMAN TIME-SAVER COMPANY, '4DIME BANK BLDG. 


DETROIT, MICH. 
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Yours very truly, 


Vice-President 


Sample Banks and Details of 
Campaign Sent Upon Request 
Just Clip and Mail the Coupon 


Speer-Rosefelt Calendar Bank Co. 
M. & M. Bank Building, Milwaukee, Wis. 


Name 


Bank 


Town 


SECTION 


THE BuRRoUGHsS 


service in bank advertising, it seems 
to me, it’s a clear case of applying the 
formula for Welch rabbit: “First 
catch the rabbit.” First establish a 
distinctive service in your institution 
that will give you news which you can 
truthfully feature to advantage in 
your advertising. 


Visualizing a Slogan; and 
Other Copy Ideas 


(Continued from page 25) 


well as the letter of authorization which 
the customer signs. 


To our Friends and Depositors: 


We take yn in offering a new service 
which should prove a convenience to a good 
many of our customers. Through the 
courlesy of the Lackawanna Railroad we 
have arranged to purchase New York 
Commutation Tickets, which we will mail 
out at the end of each month to those who 
desire them. 

Enclosed is a form of contract which sets 
forth the conditions under which the pur- 
chase of tickets can be effected. Depositors 
who wish to avail of this service can do so 
by filling out one of these forms and filing 
it with us. Those who wish to call for 
their tickets, instead of having them 
mailed, should cross out the second sen- 
tence and the words “plus twelve cents to 
cover registered postage” at the end of the 
first paragraph. 

We trust that we shall have the pleasure 
of serving a large number of our customers 
and thus save them the annoyance and 
delay of waiting in line every month to get 
their tickets. 

Very truly yours, 
GLEN RIDGE TRUST COMPANY. 


Glen Ridge Trust Co., 
Glen Ridge, N. J. 
Gentlemen :— 


You are hereby authorized to purchase 
for me from the Lackawanna Railroad Co., 
on the twenty-fifth of each month, or as 
soon thereafter as it is ready, a New York- 
Glen Ridge Commutation Ticket to be 
issued in my name. Such ticket you are 
to forward to me at the address given below 
by registered mail. You are authorized to 
charge my account each month with the 
cost of the ticket at the regular commuta- 
tion rate plus twelve cents to cover regis- 
tered postage. 

In consideration of the fact that you re- 
ceive no remuneration, for your services in 
this matter, it is understood and agreed :— 

(1) That the Glen Ridge Trust Company 
shall act only as my messenger or agent. 

(2) That any claims for refunds from the 
Railroad on tickets in question shall be 
made by me as the original purchaser. 

This authorization shal! continue in 
force from the date hereof until it is can- 
celled by me in writing. 


Tue Hampshire County Trust Com- 
pany, Northampton, Mass., conducted 
a “Dollar Day” which brought in 
several hundred new accounts aver- 
aging $35. Six months later the books 
showed no withdrawals and an average 
of $70 on these same accounts. They 
credited an additional dollar to every 
account of $5 or more “to remain 
on deposit until Northampton’s next 
Dollar Day.” Considerable results! 
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CLEARING HouUSE 


About Listing on the Stock 
Exchange 


(Continued from page 17) 


But, previous to the actual develop- 
ment of a corner, the Exchange takes 
many preventative steps. As men- 
tioned above, the Stock Exchange will 
not in the beginning list avery small 
stock issue, and further makes it a 
condition that all stock to be listed 
must be free for sale, held under no 
syndicate, agreement or control. More- 
over, the Exchange authorities must 
carefully watch cases where an out- 
standing amount of listed stock has 
become considerably reduced, from 
such reasons as the retirement of 
securities by the issuing company, or 
their absorption by other companies 
in a corporate reorganization. The 
action taken in such cases by the 
Exchange depends of course upon 
circumstances, leading in the most 
threatening cases to the removal of 
the issue in question from the list. 

The listing problem of the New York 
Stock Exchange differs considerably 
from that upon the major securities 
exchanges abroad, because of the dif- 
ference in American and European laws 
respecting the incorporation of busi- 
ness enterprises. It,is a generally 
acknowledged fact that in this country, 
practice in this respect is on the whole 
more lax than in Great Britain, France 
or Germany. For in these foreign 
nations there is one unified code of laws 
under which business enterprises can 
incorporate, while with us, each of our 
forty-eight states has separate incorpo- 
ration laws, with the result that some 
of them in practice permit fraudulent 
business enterprises to be incorporated. 
From this it follows that the problem 
of selling fraudulent securities is more 
grave in this than in other countries. 
It has long been felt by many compe- 
tent students of the problem, that the 
real way in America to halt the sale of 
fraudulent securities is to prevent them 
from ever being created, rather than 
simply to attempt to restrict their sale 
after they have been brought into exist- 
ence. Such proponents of more uni- 
form incorporation laws in the United 
States cite with some reason the more 
stringent British Companies Act as an 
ideal for us to emulate. 

But whatever the best legislative 
remedy for the problem of fraudulent 
securities may be, theme is no question 
but what the task of the New York 
Stock Exchange in excluding from its 
list worthless securities is a much more 
difficult one than on the Stock Ex- 
changes of London, Paris or Berlin. 
In fact, the very seriousness of the 
situation in. this country has led to 
making the listing requirements of the 
New York Stock Exchange consider- 
ably more extensive and severe than 


those of any other securities exchange 


Signatures? 


VEN when a long line of customers waits at the Teller’s 
window, you don’t have to guess at the signature on any 
check. It is only the work of an instant to verify every 

signature presented,when you use Rand Visible Signature Cards. 


Rand makes risk unnecessary—there’s no need to take chances. 
It’s cheaper and better to have the protection of Rand. 


Write today for full particulars. Specify how many 
signature cards you use, and enclose sample. No 
obligation whatever. Address, Rand Company, 
Inc., 805 Rand Building, North Tonawanda, N.Y. 


VISIBLE CARD SYSTEMS 


ASK ANY BANK OR BUSINESS CONCERN ABOUT R4ND 


RAND COMPANY. NORTH TONAWANDA. N. Y.. 


ADVERTISING SECTION 
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sDVERTISING 


OUBLE statement systems of 
accountkeeping require a cutter. 

One speeds up the job of placing 
a statement in the hands of each 
customer at the close of the month. 


The Pearl Cutter is ideal for such 
work. Up to 500 statements can 
be cut at one time. Smallest ma- 
chine made for cutting in quantity. 
Hand operated; cast iron and steel 
construction; nicely finished: low 
priced; guaranteed. 


For the house whose accounts do 
not run into large numbers, the 
Boston and Official Cutters are of 
service. These machines clip two 
or three statements at one whack 
—and do it easily, quickly, and 
accurately. Several sizes. 


Thousands of our cutters are in use 
by banks, department stores, small 
print shops, photographers, laun- 
dries, manufacturers, wholesale 
houses, government ss, and 
retail shops. 
We also manufacture a com- 
geese line of Power Paper 
printing ma- 


he coupon below 
MAIL I 


Golding Manufacturing Co. 


O Printing Machinery 


ing products: 
3: () Pearl Cutters O Power Paper Cutters 


in the world. The more lax listing 
requirements of the London Stock 
Exchange, supported as they so largely 
are by the British Companies Act, have 
permitted that institution to list so 
wide a variety of securities upon it 
that a separate and preliminary Curb 
market of importance has never devel- 
oped there. In New York,- however, 
the restrictions upon listing on the 
New York Stock Exchange are so 
severe that an entirely separate ‘secu- 
rities exchange—the New York Curb 
Market—has long existed to deal in 
securities not listed on the so-called 
“Big Board.” 

One great advantage, however, 
possessed by the Stock Exchanges 
of both New York and London, arises 
from the complete freedom in the 
United States and Great Britain of the 
power of listing securities, from polit- 
ical interference. On the Continent, 
listing is frequently made contingent 
upon the approval of somé government 
official, with the most disastrous results 
to investors and to the foreign policy 
of entire countries. In France, for 
example, no foreign security can be 
admitted to dealing on the Paris 
Bourse or Stock Exchange, without 
the approval of the Ministers of Fi- 
nance and Foreign Affairs. The listing 
of foreign securities in Paris conse- 
quently became seriously entangled in 
the international politics of Europe 
with the result that today some 30 
billion francs of dubious or quite worth- 
less securities remain in the hands of 
French investors. A similar restric- 
tion of listings on the Berlin Bourse by 
the Imperial German Government has 
led to a similar though smaller loss 
to the investors of Germany. 

One reason for the staggering losses 
in countries whose stock exchanges are 
thus controlled by the state, is that 
investors almost invariably look upon 
a security listed by the sanction of the 
state as in some sense a state guaran- 
tee. In this country, much the same 
result has frequently followed from our 
so-called “Blue Sky Laws” —if a State 


i | Commission approves a given security 
# | for sale, the public gets the notion that 


it is guaranteed by the state. 
The tendency of American investors 


to consider a listed security as in-. 


dorsed by the New York Stock Ex- 
change has been already remarked. 
France has had the same general ex- 
perience. M. Moreau, Syndic of the 
Paris Bourse, (i.e., President of the 
Paris Stock Exchange), once remarked 
**..... often some people wrongfully im- 
agine that the admission of a security 
on the official quotation list is a kind 
of indorsement given that security, a 
testimonial in its favor, an introduc- 
tion by the Syndical Chamber. Noth- 
ing is further from the truth.” 

Even more forcibly was this same 
difficulty stated by the Hon. Edward 


(Continued on page 40) 


THE BuRROUGHs 


“PAR 
FACILITIES” 


ITH US YOUR 

balance insures 
service that does not 
stop with the receipt 
of ‘‘member-items’’ at 
par. 


We receive all items at 
par, member or non- 
member; cash or col- 
lection. 


Our 24-hour-transit 
department and direct 
method of handling 
collections results in a 
maximum interest- 
bearing balance of col- 
lected arid available 
funds. 


We make no charge for 
telegraphic transfers. 


PH 


PA. 


Your Bank Needs Distinctive Chipped Geld 


SIGN TABLETS 


Our Book “Bank Signs” Sent Free 
RAWSON & EVANS CO. , 


| 
Thirty-exghs ci 

“4 | STATEMENT CUTTERS 

for Bank and General 

= . Commercial Use 

| 

ey 333 Signs that will identify your institution in 

5 pleasing and impressive manner. That 

are easy to ~ and require 

our igns and every one 

Firm testify to their superiority in elegance. 

4 
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The Banker’s Preference 


There are fully 150 truck manufacturers . 
in America, but 85 per cent of the total pro- 
duction comes from ten factories. 


Among these first ten are Graham Brothers, 

_ whose rapid advance in the 1 ton and 1% ton 
truck field is due, in no small measure, to the 
good will of the Bankers, who are showing 
a constantly increasing preference for Graham 
Brothers Trucks. 


1 Ton Chassis, $1265; 14 Ton, $1325; 1. o. b. Detroit or Evansville, Ind. 


GRAHAM BROTHERS 
Detroit Evansville 


GRAHAM TRUCKS 


SOLD BY DODGE BROTHERS DEALERS EVERYWHERE 


ADVERTISING 
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Daylight Without Glare 
—Ventilation Without Draft 


HERE has long been a need for window 
equipment that would perform a real service 
in the regulation of light and ventilation. 


Window shades and awnings have merely served 
to keep out the sunlight. They have not 
rendered a lighting service nor have they been 
an aid in ventilation. They have been used ex- 
tensively simply for the lack of something better. 


Now, Western Venetian Blinds provide for the 
regulation of light and ventilation, and eliminate 
the need of awnings and shades. 


This modern window equipment makes it pos- 
sible for you to control light and air. Western 
Venetians are constructed of thin slats of Port 
Orford white cedar so arranged that a slight 
pull of the operating cord adjusts them to any 
desired angle. Direct light rays cannot enter; 
all sunlight is reflected upward and diffused 
into soft, restful daylight. Your windows may 
remain open without interfering with light 
control; draft is prevented, yet you may enjoy 
a free circulation of fresh air. 


Western Venetian Blinds provide daylight without glare 
and ventilation without draft. Over 2,500 leading 
banks throughout the country have found them to be 


Write for This the ideal window equipment from every standpoint. 
Western Blind & Screen Co. 
catalog showing bank ins General Offices: Los Angeles, Calif. 
tions of Western Venetian Blinds Factories: Los Angeles and Kansas City 
will be sent at your request. 
Address Western Blind & Screen BRANCH OFFICES: 


Cali Chicago, Ill., 326 W. Madison St. -Kansas City, Mo., Mutual Bld 
if, Or any 25 W 430d St Portland, Ore.,213 Fitzpatrick Bide, 
a) Atlanta, Ga., 309 Flatiron Bldg. San Francisco, Cal.,921 Hearst Bldg. 


TEXAS AGENTS: 
Two Republics Sales Service, 523 Hicks Bldg., San Antonio; 
Kirby Bldg., Dallas. 


MORE LIGHT~MORE AIR~LESS GLARE 


ADVERTISING SECTION 


THe BURROUGHS 
(Continued from page 38) 


Stanhope, M. P., in his reservations to 
the British Royal Commission Report 
of 1878, which contains an admirable 
survey of the London Stock Exchange 
system: “....if the fact of an inquiry 
by the Committee (of the Stock Ex- 
change) is misleading to the public, 
the evil would be enormously aggra- 
vated by the consideration that the 
person entrusted with it was a public 
official. They would inevitably rush 
to the conclusion that any scheme 
which had the stamp of his approval 
must certainly be sound, and thus his 
appointment would have a tendency 
to impair the individual vigilance which 
would otherwise be exercised..... 
The only protection which can be af- 
orded to the public is publicity.” 

By listing a security on the Ex- 
change, a wider distribution among 
investors is gained for it, since the 
corporation obtains no little publicityby 
having quotations of its stock printed 
on the ticker all over the country. 
Also, as stated above, the affairs of the 
company, through the listing require- 
ments of the Exchange, are given a 
widespread publicity, enabling inves- 
tors everywhere to judge better the 
value of its stocks or bonds. Fraudu- 
lent promotions are barred, and 
forgeries of security certificates pre- 
vented. In addition, the precau- 
tionary and supervisory measures 
taken by the Exchange with regard to 
its listed securities go far toward elimi- 
nating violent price movements, due 
to corners and other manipulated con- 
ditions. 

But the most obvious and most im- 
portant benefit derived from listing a 
security, is the ready market to which 
it thus gains access, and the greater 
availability as collateral which it en- 
joys through this fact. Irrespective 
of their intrinsic value ds investments. 
securities listed on the Stock Exchange 
can be sold or purchased much more 
easily than non-listed stocks and 
bonds. In consequence, the fact of 
being listed adds a certain degree of 
desirability to Exchange securities 
which is frequently represented by a 
slightly higher price than for securities 
of equal intrinsic value which cannot 
be bought or sold upon America’s 
primary securities market. 


Speaking of Operations 

The Rueful One: Look, mister; | 
might go West soon! Appendicitis, 
you know. Fix this up so the wile 
won’t have any trouble.” 


Savings Bank Teller: “‘Righto! Joint, 
I suppose? Your wife will be oper- 
ating?” 

The R. O.: No blooming hope— 


the hospital doctor.— Bank Notes, 
Commonwealth Bank of Australia. 
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CLEARING HOUSE 


The Bank of Suburbia 


(Continued from page 19) 


The authorization the depositor is 
asked to sign reads as follows: 


“I hereby authorize the Bank of 
Suburbia to charge my account in the 
Interest Department with $......... 


premium of Life Insurance Policy, 
issued to me this date. 


My pass book is to be kept in the vault 
of the bank during the life of this order. 


The suburban bank is frequently 
called upon to protect its customers 
from conditions which seem to obtain 
to a greater extent in the get-rich- 
quick atmosphere of the metropolis 
than elsewhere. The following new 
and true story is a case in point. 

Wearing the same pair of stockings 
too long, thus exciting the suspicions 
of a chauffeur, proved the undoing of a 
woman swindler who had been cutting 
quite a swath at New York hotels, 
department stores and automobile 
renting agencies on credit obtained by 
representing herself as another woman. 
a resident of Suburbia, who was per- 
fectly respectable and had a good 
account in the Bank of Suburbia. 

Incidentally, the chauffeur’s errant 
but observant eye, starting a train of 
thought which collided with the plans 
of a scheming woman, likewise brought 
to light the existence of a danger in 
giving out credit information which 
led the bank to urge better methods 
on the part of merchants in granting 
credit to customers. 

This dishonest woman had been a 
trained nurse. Or, at least, she ob- 
tained employment as such in the 
other woman’s suburban home. She 
was discharged for incompetence and 
insolence. Shortly after she left, the 
family missed several choice pieces of 
silverware, and the bank began to 
notify this woman depositor that 
checks were coming through with her 
signature forged. Various bits of cir- 
cumstantial evidence pointed unmis- 
takably to the guilty person and the 
bank advised placing t:.2 matter in the 
hands of the police. while increasing 
its own vigilance in behalf of its cus- 
tomer to protect her interests in every 
way. 

It was an Italian-American chauffeur 
employed by a New York automobile 
renting .company who brought this 
female swindler to book. He said that 
what first made him suspicious of the 
woman, who had rented a big Pierce- 


Arrow limousine at several hundred 


FLOORING 


An Officer’s Corner in the Seaboard National Bank, 


New York City 


Stedman is a-name endorsed by 
Ten names you know 


ND endorsed by ten times ten—and ten times that. 
But take ten. Here they are: Bankers Trust 
Company, Chase National Bank, Columbia Trust Com- 
pany, Corn Exchange Bank and the New York Stock 
Exchange, New York City; Federal Reserve Bank and 
National Shawmut of Boston; First National Bank. of 
Detroit; Hartford Trust Company of Hartford; and 
Girard Trust Company of Philadelphia. 

These are just a few of the banks now using Sted- 
man’s Naturized Flooring. In every conceivable field 
of business and institutional activity, there are other users 
whose names are equally impressive. Every name is a 
reason why you should investigate this remarkable floor- 
ing for your own use. 

No matter how large your deposits, your coin-trucks 
will not mark Stedman’s Naturized Flooring. It is rub- 
ber, reinforced and held together with an infinite cob- 
web of minute gossamer cotton fibres vulcanized under 
terrific hydraulic pressure. Made in marble, granite and 
tapestry effects—in tiles, square and rectangular, in long 
runners—browns, reds, grays, blacks, whites—in all the 
formal splendor of a classic floor, or in an intimate blend 
of cozy warm mixtures in Nature’s own colorings. 

Noiseless, resilient—it will not dent, crack, or wear 
out. Soft and firm to the foot, it prevents slipping. 
Sanitary, with an impervious surface. Won’t stain, 
easily cleaned—it requires no particular care, Simple to 
install and the first cost—from 75c to $2.00 a square 
foot—is your cost. 


SOME 
TYPICAL STEDMAN 
BANKINSTALLATIONS 


Federal Reserve Bank, Boston, Mass. 
National Bank, Boston, 
ass. 


Nat. Shawmut Bank, Boston, Mass. 

Brockton Nat. Bank, Brockton, Mass, 

First National Bank, Detroit, Mich. 

eg Morris Plan Bank, Detroit, 
ic 


Hartford Trust Co., Hartford, Conn. 
First Nat. Bank, Jersey City, N. J. 
Trust Co. of N.J , Jersey City, N. J. 
oe National Bank, Long Island, 


aes Trust Company, New York 
sity 


Bank of Montreal, NewYork City 
Chase National Bank, New York City 
Qe & Phoenix Bank, New York 
y 
Columbia Trust C y,N. Y. City 
Corn Exchange Bank, New York City 
Federal Reserve Bank, New York City 
Goldman-Sachs Building, N. Y. City 
Industrial Bank, New York City 
Mercantile Trust Company, N.Y. City 
New York Stock Exchange, N.Y. City 
New York Trust Company, N. Y. City 
Seaboard National Bank, N. Y.City 
Chelsea Sav. Panks, Norwich, Conn. 
Federal Reserve Bank, Phila., Pa. 
Girard Trust Company, I hila., Pa. 
Tennsylvania Trust Co., Reading, Pa. 
Granite Trust Co., Quincy, Mass. 


Mechanics & Metals National Bank, 
York, Pa. 


Write to us for samples and detailed information 


STEDMAN PRODUCTS COMPANY 


Manufacturers of Reinforced Rubber Flooring, Sanitary Base, Wainscoting, Walls, 
Rugs, Table Tops, Shower Bath Mats, and other reinforced rubber surfacings 


SOUTH BRAINTREE, MASSACHUSETTS 
DIRECT BRANCHES:—NEW YORK, CHICAGO, DETROIT 


Agencies in all principal cities 
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The Woodlawn Trust and Savings Bank of Chicago 
(Occupied January 1, 1923) 


HE above building is typical of the many 

splendid banking structures designed by 

the Weary and Alford Company during 

the past two years. The service rendered 

“ includes the design and layout of the entire 
building and banking quarters, with all structural, 

mechanical, electrical, vault and other engineer- 

ing work. Further views, with detailed infor- 

mation asto planning and cost are at your disposal. 


May we send you a copy of 
our portfolio, ‘The Work of 
Weary and Altord Company” 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 
1923 Calumet Avenue, Chicago 


ADVERTISING SECTION 


THe BuURROUGHs 


dollars a month, on credit, was the 
fact that she wore the same pair of 
striped cotton stockings day after day, 
thus, to his mind demonstrating that, 
notwithstanding her airs and extrava- 
gance, she was not to the manner 
born. 

It developed that this ex- or pseudo- 
nurse had taken the name of her former 
employer, Mrs. Blank, and had given 
as a reference the Bank of Suburbia. 
In this way she established credit ai 
several of the best hotels and stores 
in New York, and also, which to her 
motor-mad mind was more important, 
at several automobile renting agencies. 
The credit man of these places wrote 
or telephoned to the bank and in each 
case received assurances that Mrs. 
Blank had a satisfactory account and 
was good for whatever obligations she 
might incur. 

One of the commonest services rei- 
dered by a bank is answering inquiries 
concerning the credit standing of cus- 
tomers and other residents of the com- 
munity. It would seem to be advis- 
able to let people realize that giving 
their bank’s name as a reference is a 
privilege not to be lightly regarded. 
and that it is one of the great advan- 
tages of maintaining a satisfactory 
account. The bank also should con- 
sider the great need for carefulness in 
this matter in order to protect its 
customers. It is not infrequently that 
there are cases like the one just men- 
tioned, where a swindler obtains goods 
on credit at a store by using the name 
of a bank depositor and by giving the 
bank as a reference. 

The Bank of Suburbia now recom- 
mends that all banks insist that in the 
case of such mercantile credit appli- 
cations, the merchant get the signature 
of the applicant and send it to the 
bank for verification of the signature 
before any goods are delivered to the 
customer. 

The executive man of such an in- 
stitution as the Bank of Suburbia has 
to be all things to all men and he must 
take an active part in almost all public 
affairs in the community. For example, 
among the movements and organi- 
zations that the vice-president of the 
Bank of Suburbia is interested in 
actively are the local Chamber of 
Commerce, the Rotary Club, the Ma- 
sons, the Elks, one of the leading 
churches, the Y. M. C. A., the Boy 
Scouts, the Girl Scouts, the building 


and loan association, and the annual. 


community exposition held in the 
State Armory and visited by about 
30,000 people. He says he really 
enjoys all these things. In any event. 
this banker is a hard worker and he 
overlooks no opportunity to advertise 
his institution by his presence and co- 
operation in connection with any pub- 
lic-spirited movement or enterprise fo: 
the general welfare. 
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Ave You 
Using Your 

Floor Space to the 
Best Advantage ? 


Floor space is valuable. 
Are you getting full re- 
turns for the amount 
yours costs you? 


Globe-Wernicke Counter 
Height Filing Cabinets 
will enable you to econo- 
mize on space and at the 
same time have a most 
efficient filing system. 


Counter Heights being of 
uniform height and depth 
are often used instead ofa 
fence to form a reception 
room or to separate various 
departments in an office. 
Each one is a complete unit 
in itself and has its own 
sized linoleum top. Obtain- 
able with any filing device 
desired. 


Write for Descriptive Booklet 
tllustrating uses. “Globe- 
Wernicke Counter Height 
Filing Cabinets.” 


The Globe=Wernicke Co, 


CINCINNATI 


DEPT. B.C.H. 84 


it is difficult to tell just how much 
benefit the bank derives from such 
participation in public affairs by its 
officers but there can be no doubt that 
it keeps the institution before the 
people in a favorable way and helps 
to build good will for it. The Bank 
of Suburbia from its earliest days has 
had the good will of the public and 
undoubtedly that is largely due to the 
fact that it has been particularly for- 
tunate in the high type of men who, 
one after another, have been at its 
helm all these years while the bank 
was growing with its community and 
enlarging its service as the demand for 
that service increased. 


The Measure of the Staff's 
Capacity 


(Continued from page 10) 


“When you realize that savings 
banks’ operating expenses are little 
more than a half of 1 per cent you 
will see that such new service is not so 
expensive after all,” said Mr. Garrett. 

Mr. Garrett made an investigation 
of budget systems used in various 
parts of the country with a view to 
introducing a personal budget system 
for the use of the bank’s depositors. 
He secured a lot of data, but found 
that he could not very well apply it 
locally. Therefore he devised his own 
Budget Savings Account system where- 
by the depositor draws up his individual 
budget and the bank helps him live up 
to it. 

Mr. Garrett explained his idea in an 
advertisement in the Baltimore news- 
papers, as follows: 


Another “‘Central” Advantage 


“The bank of many advantages” offers 
still another one to its depositors. 

For those who do not wish to disturb 
their regular savings accounts every time 
funds are nec the “Central” offers a 
service which will allow you to open 
separate accounts to meet special needs. 
And these special needs are always arising. 

Think how simple and effective it would 
be to open an account to specially meet 
your needs—then when you want the 
money it is right there for you. 

That’s why we suggest that you have a 
separate bank book for your 
—Life Insurance Premium 
—Taxes and Repairing of Home 
—Vacation Money 
in addition to your regular savings account. 

By this method you are given the 
ee of a systematic record which 
will go far in assisting you to keep your 
financial affairs straight and enable you to 
meet your obligations when due. 


Although in operation but a short 
time, this idea has already proved suc- 
cessful. So far, Mr. Garrett said, the 
most popular accounts have been for 
life insurance, mortgage interest, taxes 
and coal. Others have been for edu- 
cational funds, vacation funds, and 
clothing funds. As the popularity of 
the various services grows, the capacity 
of the staff will expand to take care 


' of the larger requirements. 


Forty-three 


Speaking of 
Prices! 


This is an illustration of Rock 
Bottom Factory Price as dem- 
onstrated in the Stronghart 
line of Home Savings Banks 


Nu-Lux Home Safe 


Actual Size, 3” x 2’ x 2” 


c EACH In 
1000 Lots 


Including Etched Brass Name Plate 


In Lots of 100 at 
65c Each 


Backed by the usual 
Stronghart guarantee. 
Sturdily constructed with 
beautiful nickel plate fin- 
ish. Has the Fulcrum 
Gravity,non-pickable coin 
slot. Locks automatically 
withoutkey. Holds $18.00 
to $20.00 in coins, also bills. 


Get a Sample and Compare 


It with Competition! 
Also ask for our 60 page catalog 


STRONGHART (COMPANY 


- Leading Manufacturers of 
Savings Banks and Bank Signs 


2940-2946 W. Lake Street 
CHICAGO, ILLINOIS 


ADVERTISING SECTION 
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HERE isa 
BRAIN CONTEST 


We have answered the first 
4 questions. Can you an- 
swer the remaining 12? 


Question 


Who Eggs from a | Housewives of 
Grocer Lynn, Mass. 


Who Lathes? 
ing Agents 
Who buy Auto Tires? 


Baby Car-| Parents of new- 
Tiages born Babies, 


Who buy Cosmetics? 


Who buy Cigars? 
Who buy Bonds? 


Who buy Seeds? 


Who buy Snow Shoes? 


Who buy Bathing Suits? 
Who buy Liability 
Insurance? 


Who Addi 


Who Buildi 
Materials? 


Who buy Cream 
Separators? 


Who Auto 
bay 


Who buy Soda Foun- 
tains? 


OU can’t sell ear-mufis to 

people in Southern Florida; 
but the foregoing questions and 
answers prove that it IS possible 
to select a list of the “should-be” 
buyers of any product. 
The same reasoning power that en- 
ables anyone to do this should 
prompt you—NOW—+to stencil a list 
of YOUR possible customers into 
ELLIOTT INDEX-ADDRESS 
CARDS. These cards, when run 
through an Elliott Addressing Ma- 
chine, would thenceforth aim every 
penny of your advertising appro- 
priation direct at concerns or indi- 
viduals you know can use what you 
have to sell—in any given territory, 
large or small. 


The E 


Mem 


There’s an Elliott Addressing 
Machine to meet 

every requirement 
From up. 
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“Painless Payment” for 
Eggs 
By JOHN T. BARTLETT 


often followed by poultry 
breeders to obtain customers for 


| hatching eggs on terms exceedingly - 


convenient to the customer, was used 
the past year by the Bank of Fin- 
castle, Fincastle, Va., with excellent 
results. A great many Botecourt 
farmers—175 in all—participated in 
the plan, the final event of which was 
a bank poultry show at which 500 
birds were exhibited. 

The plan, briefly, was this. Any 
farmer could obtain settings of pure- 
bred eggs—Barred Plymouth Rock or 
White Leghorn—from the bank, pay- 
ing nothing at the time. No limit was 
set on the number of settings a farmer 
could ask for, and the 175 used 7,965 
eggs in all. The understanding was 
that the bank should receive in pay- 
ment, in the autumn, one pullet for 
each setting, selected by someone 
designated by the bank. 

The popularity of the plan can be 
gathered from the fact that 18 per cent 
of all the farmers in Botecourt county 
received Bank of Fincastle eggs. 
Practically all these farmers previously 
had kept nothing but mongrels. The 
“painless payment” aspect of the plan 
appealed. 

The eggs were obtained by County 
Agent D. V. Wiley, who used for the 
purpose the best flocks of Botecourt, 
Roanoke and Augusta counties. The 
eggs were “‘placed out” from March 1 
to April 20, the best period for hatch- 
ing for best results. 

The poultry show was held at Fin- 
castle on October 20 and 21. The 
birds were those picked by the bank 
in payment for its eggs. The bank 
offered to the producer of the pullet 
winning in each class, that pullet and 
a pure-bred cockerel. A. L. Dean, of 
the State Extension Division, judged 
the show and gave a lecture on the 
care of the farm flock. He painted 
the advantages of keeping pure-bred 
poultry, and told the farmers it was 
possible for them to make Botecourt 
the foremost poultry county of Virginia. 

On the last day of the show, Mr. 
Dean gave a culling demonstration, 
weeding out pullets which, judged by 
standard anatomical tests, would be 
non-producers. He found only 
twenty-three of these in the 500. 

It is probable that the Bank of Fin- 
castle will make the poultry show an 
annual affair. Of those farmers 
hatching the pure-bred eggs nearly all 
will have a pure-bred breeding pen the 
coming year, and, if this egg produc- 
tion is not sufficient for hatching 
purposes, will mate pure-bred cockerels 
with mongrels, grading up the whole 
flock. 


New Business 
Managers: 
Tell us the nature of your direct 


mail advertising needs, and we 
will gladly submit samples of our 


Bankers Publishing Co. 
Financial Advertising Agency 


Theo. E. Reeves, Mgr. 
TOLEDO, OHIO. 
Est. 1899, 


Avoid Disputes 


Keep an hour 
and minute time 
record of every 
visit to your safe 


deposit vaults. 


Time Stamp 


Hour and date 
automatically. 
AUG 28 1917 3 43 PM 
(Facsimile Imprint) 


HENRY KASTENS 


OVER 75,000 IN USE 


The Kastens 


Prints Each 
MINUTE 


Catalog? Yes, an interesting one, too! Send for it new. 


422-424 W.27thSt. New York City, N. Y. 


GOOD RIBBONS 


Neat Impressions 
Lasting Impressions 


Burroughs Ribbons are made to fill 
the two requirements of good adding 
machine ribbons. They give neat, 
legible impressions; they give impres- 
sions that last for years and years. 
 Futhermore, they are so durable 
that they will continue to give good 
service under hard usage 

You can order chine’ “high uality 
ribbons from any of the offices of 
the ma Adding Machine Com- 

a ee rom any of the Burroughs 

echanical Inspectors. 


| Burr urroughs | 
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|| 

Answer 
: illustrated advertising bookletsand, |B 
db : Remember, the reading matter ; 
chas- ‘| throughout can be changed as 
desired, without extra charge. : 
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_ Write us for our Free Book 


CLEARING HOUSE 


Only L. B. Trucks were fit 
for duty after 10 years 


You’d know the bank if we men- 
tioned its name. Over 10 years ago, 
it installed several L. B. Money 
trucks. Then, for several years, it 
experimented with cheaper trucks. 


Recently, when merging with 
another bank, all trucks were ex- 
amined. Here’s what happened: 
The L. B. Money trucks installed 
10 years ago were the only trucks 
still in good condition. All others 
had to be replaced. And they were 
replaced with L. B. Money trucks. 


L. B. Money trucks are con- 
structed soundly both on the sur- 
face and where your eye can’t 
probe. Many national banks know 
so well from experience the incom- 
parable quality of L. B. Trucks that 


when they need a truck, they simply 
order from Library Bureau. There 
is no competition. © 


The newest L. B. Money truck 


illustrated above, is distinguished 


by new drawer conveniences, and 
an exclusive, remarkable new steer- 
ing mechanism. You set the wheels 
by means of a lever at the side of 
the truck. The new mechanism holds 
the wheels in the direction set. Hence, 
you can fit this truck into a space 
its own size, making more room in 
the vault at night. 


Every L.B. Money truck is made 
to fit the bank’s individual require- 
ments. Phone, write or call the 
nearest L. B. office listed below for 
detailed information. 


Library Bureau 


Founded 1876 


| Plans [4 Makes 4 Installs | 


| Card and filing systems ~ Cabinets ~ Supplies 


Boston New York 
Albany Denver Louisville 
Atlanta Des Moines Milwaukee 
Baltimore Detroit Minneapolis 
Birmingham Erie ew 
Bridgeport Fall River Newark 
Buffalo Hartford Pittsbu: 
Cincinnati Houston Portlan: 
Cleveland Indianapolis Providence 
Columbus Kansas City Richmond 


Foreign Offices— London ....Manchester.... 


Philadelphia Chicago 
St. Louis Dallas—Parker Bros. 
Franclaco 
Springfield Oakland’ 
Seattle, Wash. 
Washin F. W. Wentworth & Co. 


Los Angeles — McKee & Wentworth 
Salt Lake City — C. G. Adams 
Cardiff .... Paris 


Birmingham 
Factories— Cambridge, Mass. . . . Chicago, Ill. ... Ilion, N. Y.. . New York, N.Y... London, Eng. 


Signature cards 


Banded currency 


16. Supplies 


Currency fr immediate use 


The Six Big Divisions 
of Library Bureau 
Service 


1. Special Service 


Analysis Service 
Indexing Service 
Statistical Service 


2. Specialized 
Departments 


Bank Department 
Government Department 
Insurance Department 
Library Department 
Schools of Filing 


3. Filing Systems — 
For Banks 


Checks 

Correspondence 
redits 

Deposit Tickets 

Foreign 

Statistics 

Transit 


4. Card Record Systems 
For Banks 


Average Balances 

Commercial Ledgers 

Central Inform. File 

Index 

Investments 

Liability Records 
ew Business 

Safe Deposit 

Safe Keeping 

Savings Ledgers 

Signature 


5. Cabinets — Wood 
and Steel | 
For Banks 


Card Index Cabinets 
Card Ledger Desks 
Counter-hight units 
Horizontal units 


Omnibuses 
Vault files ard shelving = 
Vv 1 units 


Cards 
Over 1,000 styles of plain 
index and stock forms 
Folders 


L. B. Reinforced folders 
Plain and Tab folders 


Guides 


Plain, printed and cellu- 


loided 
Removable label guides 
Metal tip guides 


ADVERTISING 


SECTION 


: 
over top of truck at night 
— 
me 
ry 
ife 
ts 
E 
te 
7 ve 
Worcester 


THe Burrouchs Cui 
> The Interest Column & 
By DON KNOWLTON 
W 
kee fellow who promises to “let you acco 
in on the ground floor’ sometimes to b 
x turns out to be a “‘second-story man” 
instead. M 
debt 
et It’s queer the way some men fall for 
é fake stock schemes. They don’t seem T 
to realize that they can get free air at stay 
any filling station. 
T 
Lament of the Average Reader past 
I am sad, forlorn and weary, to b 
1| Tamgi b are 
gloomy, blue and sore 
Watch your office exhaust! |, soomy, blue and sore— 
Home and job are just a bore— 
Inspection may save tons of paper For, a ba 
Beside each desk in your fine stands waste Can on feoding, 
YO “ay! Faker Empty every morning; emptied every When I’m moulding in the grave’ ap 
night. 
Wastebaskets live on paper. Some of them Play a soft, sepule hral ditty, e T 
‘ ‘ While I read this “savings” ad 
lead a normal existence. But in the office where | yet me ponder deep, and pity — 
paper is bought haphazardly—purely on a price What a somber life, and sad, 
basis—wastebaskets live in perpetual plenty. ‘ loved ones ee be leading es 
‘ en my span of years is spent — sat 
Save the scrapping of half-written paper-waste assembled into one huge basket, Will they ever pay the rent? 
letters and ledger sheets because less 
mistakes cannot be neatly cor- they would be astounded. or 
rected. h uld For a heavy truck may croak me, Du: 
Save the time wasted in re- If these executives could see the insigni And they’ll sadly take me home. = 
sa daily paper-waste where Parsons Defendum | Or a falling tree may knock me, pric 
Save the resultant frequent waste Ledger is used, they would be even more as- And play havoc with my dome -— a 
of exceative time waiting, for tounded—for exactly opposite reasons. Or a trolley car may scrunch me + 
Save the time wasted in handling P D In the height of my career— T 
poor ledgerandletter paper which Let us send you a sample of Parsons De- | oy an angry landlord punch me, 
fendum Ledger Paper including the famous 7 And they’ll lay me in my bier. 
. . a 
6 case the pape okt unimper Parsons Tests which enable you to judge paper. | then ah then (the ad beseeches), ind 
Write on your office letterhead. When I’m absolutely dead, Br: 
How, oh how (the headline screeches). suc 
by these PARSONS PAPER CO. Hotyoke, Mass. Can my wifey buy the bread? an 
Will the icy blizzards pelter cop 
Through her ragged shawl until cen 
She will seek the shameful shelter 16, 
Of the poorhouse on the hill? cen 
Think of darling little Mary 
DEFENDU M LEDGER PAPER Pegging tienen, trom, the Fe 
Parsons— Since 1853 \ Makers of Business Papers Just mnagine little Harry the 
Selling papers on the street — con 
They will live on crumbs and pickles, sul 
In a basement dark and dank— mo 
When You Need Bag Seals, Order From Brooks | | Father failed to save his nickels u 
We Are Able to Offer the Best Service on These Seals Because We At the Safety Savings Bank! | 
Manufacture the Largest Variety of Seals in This Country. Say, you ad man! Come, be cheerful, on 
Furnished With Any Stop dispensing graveyard gloom-— tio 
Style of Cord You I have had about an earful irr 
Require. Of this chatter of the tomb— an 
These seals are recom- I know well enough I’m skating mc 
‘On some ice that’s mighty thin - ori 
being superior - I’m aware the coffin’s waiting, an 
sealing with wen. “ But—you needn’t rub it in! or 
of 
E. J. BROOKS & CO.., Inc. _ When an English banker extends a ab 
98-100 Park Place, loan to an ample dowager of extended ris 
NEW YORK CITY circumference, it must be ln co 
Manufacturers of all kinds to him to tell her by how many pounds ' 
she ought to reduce it. 
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CLEARING HOUSE 


One way to get “well done” on the 
stock market is to get “‘boiled in oil.” - 


When people brag about their bank 
accounts, their statements are likely 
to be a trifle overdrawn. 


Many a man has liquidated his 
debts by turning bootlegger. 


The fellow who buys on a margin 


stays on edge. 


The age of chivalry and romance is 
past. In the old days, differences used 
to be settled by the rapier. Now they 
are settled by the bookkeepers. 


in this age of prohibition, you can’t 
blame the young folks for refusing to 
believe the old nursery rhymes. Why 
should Jack and Jill, for instance, go 
ap the hill for water? 


This Time of Expansion—or 
Inflation?’ 
(Continued from page 22) 


commodities. The Bureau of Labor Sta- 
tistics’ index and that compiled by the 
Federal Reserve Board each advanced 
less than two-thirds of 1 per cent 
from July, 1922, to January, 1923. 
During this period of comparative 
price stability on the average, indus- 
trial production and general business 
activity made the greatest advances 
since the recovery began in 1921. 

The available index numbers of 
prices record increases in February and 
March at an accelerated rate. Dun’s 
index rose 2.6 per cent in February and 
Bradstreet’s 1.5 per cent after two 
successive months of almost complete 
stability. Professor Irving Fisher’s 
copyrighted index advanced 3.1 per 
cent in the four weeks ended March 
16, as compared with a gain of 2.5 per 
cent in the preceding four weeks. The 
Bureau of Labor Statistics’ index for 
February was six-tenths of 1 per cent 
above that for January, representing 
the first change since November. A 
renewed advance in prices is not 
surprising, in view of the gathering 
momentum of production, and the 
upturn serves in some measure to 
encourage speculation in commodities. 

Continued increases in prices would 
provoke more or less effective opposi- 
tion on the part of consumers. The 
irregular and uneven advz.ices of wages 
and prices result in further maladjust- 
ments of prices to wages and of the 
price of one commodity to that of 
another. These disturbances sooner 
or later are reflected in the curtailment 
of buying for consumption. The prob- 
able strength of the opposition to 
rising prices is to be reckoned with in 
considering how far the upward swing 
may go. 

The rate of industrial production 


Tho 


A Consistent Producer 


TS record of results achieved by the Liberty Bell 
Bank proves that it secures more new accounts, at less 
cost per account, than any other type of home safe, and 
that the accounts also grow more rapidly. 


Every banker appreciates that sentiment has much to du 
with saving. It is but natural that a bank embodying a 
national sentimental appeal should be placed where it is 


always in evidence, and that a natural impetus to save 
should follow. 


Dignity in appearance—unusual capacity—ease of insertion— 
together with an elastic, well matured plan of presentation—have 
combined to make invariably successful all campaigns in which the 
Liberty Bell Bank is used as a méans of increasing savings accounts 


This is the experience of thousands of bankers in cities, towns, and 
rural communities. 


What the Liberty Bell Bank has accomplished for others, it can and 
will do for you. 


Our Service Department assists you in creating an immediate and 
continuous demand, and assures distribution for the Liberty Bell 
Bank along approved and successful lines. 


A partial list of banking institutions using the “Liberty Bell’ will 
convince you. 


TEAR OFF COUPON 


The 
Bankers Savings 


For full information 
have your secretary - & Credit System 
send it in today. obligation, a sample 
Liberty Bell Bank and Manufacturers of 
suggestionsforincreas- Home Safes 


ing our savings deposits. 


10302-6 Madison Ave. 
CLEVELAND, OHIO 
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Detroit, Michigan 


ALUMINUM Check 


and Deposit Trays 


HECK and Deposit Trays 

have earned their place in 

better Bank Bookkeeping 
through their great service and 
convenience to thousands of pro- 
gressive Banks in all parts of the 
country. 
Now, the new and improved 
Bankers’ Check and Deposit Trays 
will render even greater and more 
extended service, because they are 
made of 


ALUMINUM 


(Olive Green Finish) 


All in one piece; sturdy; durable, 
yet light and portable; will last a business lifetime. Equip your bookkeeping depart- 
ment with this type Tray, which will be of daily service now and for many years to come. 


Price $10.00 Each Net, F. O. B. Detroit, Michigan 


American Bankers Specialty Company 


(Sole Distributors ) Dime Bank Building 


A“REAL HOME”SAVINGS BANK 


Is made in the form of a Miniature Home Beautifully Enameled 
in Brilliant Colors Constructed of Steel, Practical and Durable. 


Window, 

Actual Size : Lobby and 
Newspaper 

34inches long Advertising 
2% high Furnished 
2% “ deep ; Without 
Charge 


“A HOME FOR SAVINGS” 


This Savings Device has proven its worth as it has brought and is 
bringing Accounts to Representative Financial Institutions through- 
out the country. Write for particulars. Send for a Sample. 


BANKERS THRIFT CORPORATION 
SERVICE TO BANKERS 


€€48-56 W. RAVENSWOOD AVE. 
CHICAGO 


THE BURROUGHS CLEARING HOUSE keeps its 50,000 readers posted 
on the latest and best in bank practice—through stories describing 
what other successful banks are actually doing. = 1 o> 


No reprints—no speeches—no personal ‘puffs’*-—no free or paid 
| eg in its rea ing columns. That's the list of editorial ‘‘don'ts’’ 
or THE BURROUGHS CLEARING HOUSE. It will pay you to ask us 
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THE 


is now about at the level of the peak 
reached early in 1920. Consequently 
there is doubt in many minds whether 
the rate of production of commodities 
in general can be materially increased. 
The capacity for greater production, 
however, is not adequately measured 
by the absolute volume of present 
output or its relation to production at 
some earlier period. 


Limitation on Potential Production 


One useful test of the potential 
increase in production is found in the 
labor market. Labor, with minor ex- 
ceptions, is already fully employed, and 
a pronounced shortage of workers is 
experienced here and there. The sig- 
nificance of the labor situation should 
not be overlooked at this time. When- 
ever further bidding up of wages by 
employers in competition with one 
another, accompanied by increasing 
prices, results in no addition to the 
volume of production, a point has been 
reached beyond which it is not safe to 
press wages or prices. Persistent fur- 
ther advances lead sooner or later to 
elimination of profits here and there, 
marking the beginning of a reaction. 

Moreover, it is well to recognize the 
differing consequences of production 
for current consumption and that for 
warehouses. A scale of production, 
even if unprecedented, that only keeps 
pace with expanding final consumption 
of commodities involves less danger 
than a lower rate of production 
maintained largely by speculative buy- 
ing which represents merely the attempt 
to take advantage of expected price 
changes. 

Apparently excessive speculation in 
commodities is not yet general. Re- 
tailers are not in the main buying 
extravagantly. The present attitude 
of a large part of the buying public, 
however, is one which may readily 
lead to excessive speculation. 


Checks from Within on Industrial 
Expansion 


Inasmuch as the rate of industrial 
production has so nearly reached the 
limit of the capacity of existing capital 
equipment and labor supply, with only 
a moderate expansion of bank loans, 
other conditions than the degree of 
credit expansion may operate promptly 
enough and with sufficient force to 
check the tendency toward runaway 
markets before acute strain upon bank 
credit develops. It is recognized that 
the improved economic position of the 
farmers has been very largely respon- 
sible for the general improvement in 
business. Asagroup, however, farmers 
are not in a posilion to engage in ex- 
travagant buying. 

Another distinguishing feature of 
the present industrial situation is the 
absence of a rush of orders from abroad 
such as appeared in 1919. While the 
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CLEARING HouSE 
foreign trade has held up remarkably 


well, considering the difficulties con- 


fronted, the domestic markets are 
supplying the demand now in evidence 
to a much greater degree than was the 
case in 1919 and 1920. The present 
activity is largely induced by gaps 
created by the war and its aftermath. 
As these extraordinary needs are in- 
creasingly met, some of the stimulat- 
ing effects that are driving prices 
upward will be gradually removed. 

Business men themselves, and not 
merely or primarily the bankers, should 
exercise the wholesome caution which 
alone can prevent excesses that lead to 
violent reaction. It is gratifying to 
note that a distinctly conservative 
attitude is maintained in quarters 
where, if the present scale of demand 
were regarded as likely to be relatively 
permanent, considerable justification 
for plant extension could be found. 
The lesson of the penalties incurred for 
presuming too much upon the con- 
tinuance of post-war boom markets is 
still in evidence, and nothing else can 
do so much to preserve a commendable 
conservatism in respect to long-term 
commitments. 

It is well to remember, however, 
that increasing prices and growing 
profits tend to weaken the resolve of 
many who now are pursuing a conserv- 
ative course. Some degree of specula- 
tive commitments is inevitable, and in 
this as in other periods of rapidly ex- 
panding activity, some overreaching of 
markets is to be expected. It is every- 
where recognized that overexpansion 
is dangerous, but it is exceedingly easy 
to minimize the dangers in one’s own 
particular field. 


Window Envelopes With Forms 
to Fit 


(Continued from page 12) 


desiring an additional supply can locate 
the proper shelf at once. A depart- 
mental cost system is used and the 
form numbers show the department 
to be charged. 

The government furnishes larger 
window envelopes which will hold a 
customer’s monthly statement and 
vouchers. For this purpose, however, 
some banks prefer to buy special en- 
velopes in which the window space is 
smaller. The smaller window elimi- 
nates the chance of figures being vis- 
ible, as is sometimes the case with 
careless folding and large windows. 

In re-designing forms to fit window 
envelopes, it was necessary continually 
to keep in mind the space occupied by 
the window so that nothing except 
the name and address showed. The 
forms were made nearly as large as the 
envelopes to prevent slipping, 

By means of stamped window enve- 
lopes and duplicate forms a bank may 
reduce labor costs, give prompter serv- 
ice, and insure accurate record. 


— 


__ 
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The First Safe Deposit 
‘Boxes—and the Latest 


The Pyramids of Egypt were the first 
safe deposit vaults. Here the treasures 
of the Pharaohs were jealously guarded 
by trusted servants. 


Down through the ages has come a 
steady development in safeguarding 
valuables. Today specialized safe de- 
posit box engineers are continually 
setting higher standards of security. 


\\ 


The INVINCIBLE 


is the most revolutionary development 
in modern safe deposit box construction. 
Skillful craftsmanship at last overcame 
every method of forcible access to safe 
deposit boxes. Four super locks offer 
quadruple protection with one turn of 
the renter’s key. 

Invincible lock, door, hinge and case construc- 
tion offer advantages that are proving worthy of 
consideration. Although years ahead of any- 
thing else you can possibly buy, Invincible Safe 
Deposit Boxes are sold at a price that is reason- 
able to the extreme. Drop us a line for further 
facts today. 


Invincible Metal Furniture Co. 
“‘Safe Deposit Box Specialists’’ 
832 26th Street Manitowoc, Wis. 


The First Safe Deposit Box to be Listed 


No Reaching—Leaves Fingers Free 
Speeds the Work—Protects the Health 


for book- 


50c WHY PAY MORE 50c 


VIKING: riszons 


Postpaid For Check, Coin or Stamps 
HORACE F. CLARK, Jr.44 W.L.T. Bidg.,Wash., D.C. 


50c WHY PAY MORE 50c 


EVER READY FINGER MOISTENER CO. 
1051 W. 7th Street St. Paul, Minn. 
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THe BuRROUGHsS Cet 
fi The Historical Heritage of the TI 
=F Electric Sign rath 
ig sign in common use today. Pictures He 
were often used to denote the calling siege 
= | = — of the sign’s owner. For instance, a bis J 
e \ FA — goat was the mark of the dairy, a mule 166% 
8 \ | + driving a mill was the sign of the baker. ! 
| One sign showing a boy in the act of well 
zw N= — we = being severely birched has been found chal 
<4 : = £m: wie and it is believed to have adorned The 
\ the home of a schoolmaster. A sign Sole 
= \\ representing a bush was the mark of me 
Y gee the tavern and this is reflected even 
in our own day in the saying, “good the 
\ wine needs no bush.” Many of the 
signs of ancient times showed a high tof 
sign found at Herculaneum shows Am- uph 
orino or Cupid carrying a pair of lady’s in 
= shoes, one on his head, the other in his a ¢ 
= ~ hand. par 
*) ——$—— The exact time when the signboard of 
Fs made its appearance in England and Ta’ 
France is hard to determine, but we the 
that the 14th century pub- 
icans in England were compelled by : 
Byron Weston Company Ss ~ to exhibit signs, and the sign- 4s 
ard had become popular long before 0 
Linen Record Paper that time. th was in eb. and 17th “I 
ns : : va centuries that the signboards in Eng- wo 
BS. Perr. 18 especially TECOM~ | development, not only the signs them- the 
i mended for municipal, county and state records, and for the | selves, but the posts or metal supports cy! 
a accounting of large corporations and financial institutions. by which they were hung were often be 
a elaborately worked, and many beauti- of 
ee OTHER FAMOUS WESTON PAPERS: ful examples of wrought iron supports for 
ae ' dating from this period are still pre- Ar 
POND. WESTON, | served in England and on the cont 
deeds and all documents ‘printing the nent. Some of the greatest artists of th 
mi and writing. WAVERLY LEDGER: For general commer- | this period contributed to the sign- ha 
: WESTON TYPOCOUNT: For the particular cial requirements. A splendid writing and | board, their work contrasting with the be 
1 requirements developed by machine bookkeeping. printing paper at a medium price. efforts of others less gifted whose only 
oS aim apparently was to carry out the in 
” State Your Writing or Ledger Paper Needs and We Will weird ideas of the man who paid the bill. bs 
Send You Interesting Exhibits for Test and Examination. As the various periods of flood’ and al 
af frost have left their marks on mother th 
fs earth, so the changing tide of history pt 
. BYRON WESTON COMPANY left its impress on the signboards of te 
“e ) England, and they make a most inter- es 
ao DALTON, MASSACHUSETTS esting study. Take, for instance, the al 
ae sign of “The Goat and Compass” in cl 
London. How could anyone devise tl 
such a weird combination of names? 
Tavern Anecdotes published in London fe 
in 1825 tells us that this sign — back qn 
99 to the days of the commonwealth when u 
“‘Great er Result Ss P. er Dollar it was the fashion for religious enthusi- v 
‘ asts to append scriptural quotations to 0 
‘Without going into any great detail, Burroughs Clearing the names given them by their parents. 0 
House is producing pe They coined names also for places and a 
dollar, than any other publication we advertise. things. According to this authority { 
This paragraph is from a letter received not long ago the sign originally read ““God Encom- C 
from the Addressograph Company, Chicago, manufacturer passeth Us,” and it served as a fitting ’ 
of the Addressograph. place for Praise God Barebones and 
It should not be without its significance to producers of his friends to sip their brown October ‘ 
equipment and supplies used by financial institutions. ale, but with the coming of a less godly { 
generation the owner sought to make ( 
j THE BURROUGHS CLEARING HOUSE __ | | the sign suit its period and at the same | 
DETROIT. MICHIGAN time save something of the identity o/ | 
r his trademark by changing the sign to | 
read ““The Goat and Compass.” 
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‘ all other types, this does not mean that 


CLEARING HOUSE 


This change of name may seem 
rather a severe straining at effect, 
but we must make allowance for the 
feelings of the owner of the tavern. 
He had been through a pretty hard 
siege of reform. Richard Flacknoe in 
his Enigmatical Character, published in 
1665 speaking of this period observes: 

“And as for signs they have pretty 
well begun their reformation already 
changing the sign of “The Salutation of 
The Angel and Our Lady’ into “The 
Soldier and Citizen’ and “The Kather- 
ine Wheel’ into ‘The Cat and Wheel’; 
so as there only wants their making 
the Dragon to kill St. George and the 
Devil to tweak St. Dustan by the nose 
to make the reformation complete.” 

But it was not war and political 
upheaval alone that brought changes 
in the signboard. Sometimes it was 
a developed sense of humor on the 
part of the sign’s owner as in the case 
of the signboard on the Four Alls 
Tavern which flourished in London at 
the close of the 17th century. This 
sign originally bore three pictures. 
There was the figure of a king and on 
a label beneath, “I rule all,” the figure 
of a priest and beneath it the words 
“{ pray for all,” a soldier and the 
words, “I fight for all.”” Some time 
later the tavern must have come into 
the possession of an owner with a 
cynical sense of humor for it then 
become the Four Alls by the addition 
of a picture of the devil with his pitch- 
fork and the line beneath, “‘I get all.” 
An annotator on Beloe’s Ancedotes of 
Literature writing in 1807, mentions 
this sign and says that at that time it 
had been replaced by a simple sign- 
board reading, ““The Four Alls.” 

While the tavern signs of England 
in the Middle Ages have been featured 
by writers to the exclusion of almost 


the signboard was confined to the 
public house by any means. The 
tavern signs simply prove more inter- 
esting by reason of their associations 
and the responsive way in which they 
changed with public sentiment to meet 
the changes of history. 

Almost every trade, art and pro- 
fession had its mark. The barber, a 
man of considerable professional stand- 
ing in this period, proclaimed his 
whereabouts by the striped pole, the 
mortar and pestle showed the location 
of the dispenser of drugs, the mask 
and wig was the insignia of the theater. 
{In short, almost every craft had its 
own particular mark. This worked 
very well except when members of the 
same craft were located on the same 
street when it became confusing. To 
overcome this, the merchants and 
craftsmen resorted to the use of the 
tebus, for instance displaying two 
cocks on a sign to bring out the mean- 
ing that the proprietor’s name was Cox. 
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"The 
Cornerstone 


Nation 


PLYMOUTH 
ROCK 
| Savings Bank 


The Foundation of a . 
Fortune 


THE FIRST NATIONAL BANK, MANTUA, OHIO 


with a population of 764 got 100 new accounts 
in 30 days and increased savings deposits 


$13,000.00 


within a few weeks by the use of 
THE PLYMOUTH ROCK BANK 


The one home safe that appeals to mature men 
and women of every class, whose accounts are 
profitable right now, as well as to children 
whose accounts will be valuable in future. 


(MAIL THIS COUPON TODAY) 


INTERNATIONAL BANK SERVICE CO., Cleveland, Ohio 


Without obligation, please give full information about your Plymouth Rock Home 
service you furnish to your patrons free of charge. 


Later in many cases the pictures shown 
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strong display with dignity. 


27 Kail Street 


FLEXLUME 


"Th way Flexlume Electric Signs adapt themselves to 
beautiful buildings is not a matter of chance. 

to superior design, better construction and many years’ ex- 
perience in building signs for banks—signs which combine 


SIGNS 


It is due 


Let us send you a sketch showing a Flexlume for YOUR building. 
FLEXLUME CORPORATION 


BUFFALO, N. Y. 


FOR SALE 


IRECTORS ’ table, 13 feet 

long, with twenty leather 
upholstered chairs to match. 
This furniture is hand carved 
solid walnut, in good con- 
dition. A real opportunity 
for bank or corporation. 
ARTHUR FLOOR, BOX H, CHICAGO 


ADVERTISING 


SECTION 


FOR EVERY DESK 


NEW CALENDAR DATING MACHINE 
That prints from Engraved Nickel Bronze Wheels. 


Throw Away the Old Grimy Rubber Stamp 


And its ink pad and save your clothes, fingers 
disposition and pocket book. 
STAMPS YOUR DATES 
FOR 20 YEARS 
Combined with 
DAILY CALENDAR 
FOR 20 YEARS 


Price, 


AT THIS WINDOW 
IS TODAY’S DATE 


Automatic Inking 
Device. 


Practically Indestruct- 
ible and Will Last 
Many Years. 


GUARANTEED. 
In Stock by 
JAN 25 1925 Shere? 

Fac-Simile Impression Impressions. 
YOURS FOR FREE TRIAL 


send f New Mopet 81 C 
Darina, io“ days trial we do not cit we will 
return it at your expense. If we keep it you are to us your bill. 


THE BURROUGHS 


on the signs were simply a whimsical 
combination of figures. 

There seems to be no doubt that 
through the 16th and 17th centuries 
and even in a later period, the sign 
had a place of respect which it is hard 
for us to realize fully. Its suggestion 
of the French word enseigne indicates 
its essential connection with what is 
known in English as the flag, and that 
was really what the sign meant to busi- 
ness in this period. It wasa time when 
every class bore its own mark. Roy- 
alty had its crown, nobility its coat of 
arms and crest, even the Church dis- 
played the sign of the Cross, and so it 
is not at all surprising that the ancient 
craftsman should take a particular 
pride in the sign above his door. It 
was not simply a device to bring in 
trade. It was a mark of his calling. 
His sign was as much a thing of pride 
to the craftsman of old London as the 
crest on the door of his coach was to 
the nobleman. 

The early booksellers generally had 
a woodcut of their signs for the colo- 
phon of their books, so that their shops 
might become known by the inscription 
of these cuts. For this reason Bene- 
dict Hector, one of the early printers, 
gives this advice to the buyer in his 
Justinus Florus: 


“Purchaser, beware when you wish 


to buy books issued from my printing 
office. Look at my sign which is 
represented on the title page, and you 
can never be mistaken. For some 
evil disposed printers have affixed my 
name to their incorrect and faulty 
works in order to secure a better sale 
for them.” 

Signs were first illuminated by the 
coffee houses of London. They used 
oil lamps contained within the body of 
the sign. Next came the bridling of 
electricity and a new world of signs 
blazed forth. It is these signs which 
present a problem to the banker of 
today. Perhaps in enthusiasm over 
the possibilities for display which these 
illuminated signs offer, we in America 
have gone to extremes; perhaps by 
overuse we have made the signboard 
common as applied to many businesses 
which hardly come up to its ancient 
traditions, but in considering the elec- 
tric sign which is simply the signboard 
in 1923 costume, do not lose sight of 
the fact that it has a background of 
tradition no bank need be ashamed to 
recognize. 


"Tis Indeed Singular 


**How strange,” murmured the sweet 
young thing as she examined the in- 
terior of the bank with a critical eye. 
“how strange!” 

“What is strange?”’ asked her friend. 

“That sign over there. Why doesn’t 
it say ‘Information’ instead of ‘Teller’?” 
— Old Colony News-Letter. 
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‘“Forged’’ Telephone 
Messages 
By M. L HAYWARD 


AM acting for a client of mine 

living in Maine, now on the way to 
California, who has a carload of goods, 
wares and merchandise held up at a 
certain point on the Southern Railway 
in California through an alleged and 
unfounded claim of a third party,” the 
lawyer said. “‘As I have said, the claim 
is « bogus one, but the goods are held 
up notwithstanding and nevertheless, 
and my client has to give a bond in 
order to get the car released.” 

“What do you want the bank to do 
in connection with the matter?” 
queried the cashier of the Maplehurst 
Bank. 

“We want the bank to give the bond 
in question in order to bring about the 
release of the car,”’ the lawyer replied. 

“But your client lives in Maine, the 
goods are in California, and we’re just 
about mid-way between those two 
points,”’ the cashier demurred. “‘Under 
the circumstances, we could not enter 
into a bond for a stranger without 
something to protect the bank.” 

“My client is now at Freedale, about 
fifty miles north from here as the Ford 
flies—stopped off to visit some rela- 
tives there,” the lawyer exclaimed, 
“and I know he is doing some business 
with the Freedale National Bank. If 
he can get the Freedale National Bank 
to authorize you to give the bond, and 
agree to protect you from all loss there- 
from or in connection therewith, would 
that be satisfactory?” 

“Quite so.” 

“All right—T’ll see that the proper 
instructions are given.” 

An hour later the cashier answered 
along distance telephone call. 

“This is the president of the Free- 
dale National Bank speaking,” he was 
told, “‘and we want you to issue the 
bond that a certain lawyer was talking 
to you about today, and our bank agrees 
to stand between you and all harm.” 

“That’s all right,” admitted the 
cashier, “‘but I’ll want a letter or tele- 
gram or something in writing from you, 
to the same effect as this conversation, 
before we can take any action.” 

“You'll have it, inside of an hour,” 
he was told. 

-A half hour later a messenger boy 
handed to the cashier of the Maple- 
hurst Bank a telegram confirming the 
telephone conversation, agreeing to 
protect the bank, and the telegram in 
question purported to be signed by the 
Freedale National Bank. 

Acting on the telegram, the bank 
signed the required bond, the client got 
the carload of goods and paid no more 
attention to the matter. The Maple- 
hurst Bank was forced to pay about 
$600 on the bond it had signed, and then 


(Continued on page 56) 


The Dollar Savings Bank of 
Niles, Ohio, The Iron City 
Savings Bank of Ironton, Ohio, 
and the Peoples Bank and 
Trust Company of Mount 
Vernon, Indiana, endorse the 
One Operation Note Register. 
They find, as every other user 
finds, that it not only saves 
time and eliminates errors, 
but provides better records. 


“Good Things for Banks” 


Lhree of the T1 
Banks who use 
it every day 


YOUR BANK NEEDS IT! 
OPE 


NOTE REGISI 


Write for sample sheets and descriptive matter today. 
We will send it free to any Bank or Banker, postpaid. 


UNION SAVINGS SYSTEMS Co. 


Well over a thousand Banks 
have now installed this new 
method of note registration, 
and those who could be in- 
duced to go back to the old- 
time method form but a 
fraction of one per cent of 
the total. In Banks both 
large and small it is speeding 
up the work, saving time and 
money. 


LANCASTER, PA. 


CANADA: BUSINESS 


SYSTEMS 


LTD., TORONTO 


rom cover to cover you'll find The 
Burroughs Clearing House clean and 
snappy, yet solid and constructive. 
It’s this fact plus 100 per cent 
circulation in the bank field, that 
makes it a real puller for advertisers. 

The Burroughs Clearing House 


Manager of Advertising and New 


Business Desires New Position 
I have successfully increased deposits of 
three banks and now want to enter new 
fields. Write and tell me that I may 
send you details about my experience. 

Address Dept. A, care of Business Manager 

The Burroughs Clearing House, Detroit, 


WE TEACH YOU 


AT 
FIOME 


| A large percentage of big corporations are managed 


by law-trained men. This is because such men have 
the foundation mentally for safe decisions, sound 
promotion work and the ability to handle men. 

here is always a bigger chance for the man who is 
law trained. It is easy to get a legal training. The 
sure, direct. method of obtaining a legal training— 
the method which has placed over 45,000 ambitious 
men and women on the road to big positions and 
leadership—that we offer you has stood the test of 
31 years. Send for our free booklet describing the 
merit and scope of our course and containing many 
helpful pelavere that will be of value to you. You 
incur no obligation. 


BLACKSTONE INSTITUTE, Dept. 315, 4753 Grand Bivd., Chicago, If. 
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wor HOME SAVINGS BANK 


THE © 


Burroughs Automatically 
The m 


Proves that— 


e was picked up correctly 


achine was clear at the start 


ledger balance. 


The new balance was extended correctly 


The withdrawal was posted correctly 
The posting was made to the right account 
The pass book balance agrees with the 


The deposit was posted correctly 


The old 
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y Mr. Fuller continues: “By means of 
the Burroughs Automatic Bookkeeping 

rectly Machines all the time spent in rechecking 

ro is ENTIRELY ELIMINATED. This one 


CLEARING HOUSE 


Eliminates Recheckin 


— Says Home Savings Bank, Albany. 


Fifty-tve 


This proof alone saves Albany bank two hours a day— 
and the Burroughs system makes other savings, too 


For years the Home Savings Bank of Albany searched for a way 
to eliminate the errors and delays in pen-and-ink posting. They 
wanted to save the time of rechecking. 


Finally, as Mr. Howard N. Fuller, president, explains, they 
discarded pen-and-ink and installed Burroughs Automatic Book- 
keeping Machines designed especially for savings posting work. 


the deposit or withdrawal was posted correctly, 
if the balance was extended correctly, if the 
posting was made to the right account and 
if the pass book balance agrees with the 
ledger balance. 


‘“‘We heartily indorse the methods made 


feature alone saves us an average of two 
hours a day. 


“The proving feature of the Burroughs 
automatically tells us on each account, as it is 
posted, if the machine was clear at the start, 
if the old balance was picked up correctly, if 


possible by this truly wonderful device, which 
seems to possess all but brains, as they are 
in every way superior to any pen-and-ink 
method we have known.” 


Let a Burroughs representative 
explain this system of posting and 
proving savings ledgers. Call him 
today— or for further information 
write Burroughs Adding Machine 
Company, Detroit, Michigan. 


ADDING*BOOKKEEPING~BILLING-CALCULATING MACHINES 
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Financial News by Radio 


ACH day the powerful radio station of 
this bank broadcasts a three hour pro- 
gram of vital financial news of practical 
use to bankers, business men and farmers. 


This innovation truly pictures the spirit 


of Progressiveness in Service which charac- 
terizes— 


UNION TRUST co. 


CLEVELAND 


RESOURCES OVER 260 


MILLIONS 


ADVERTISING SECTION 


((Continued from page 53) 


it demanded that the Freedale Nationa] 
Bank stand behind their telegram. 

“We sent no telegram,” the Freedale 
Bank protested. 

“What about our telephone conver- 
sation to the same effect?” 

“No such telephone conversation 
ever took place,” the Freedale Bank 
maintained. 

Then the two banks investigated the 
matter, found that the telegram in 
question had been telephoned to the 
telegraph office at Freedale by an im- 
postor who impersonated an official of 
the Freedale Bank, that it was the 
custom of the Freedale Bank to send 
telegrams by telephone to the Freed:ile 
telegraph office, that there was no sis- 
picious circumstances connected with 
the transaction to put the telegraph 
company upon inquiry, and that the 
telegram was sent without making any 
investigation as to its source, beyond 
the telephone statement that it was 
sent by the Freedale Bank. 

Then the Maplehurst Bank de- 
manded that the telegraph company 
make good the loss on the bond. 

“We are under no liability, and the 
circumstances are no proof of negli- 
gence on our part,” the telegraph com- 
pany argued. 

“Well, if it is not negligence to send 
us a forged telegram over your wires, 
deliver it to us, and allow us to act 
upon it, then we don’t know the mean- 
ing of the word,” the Maplehurst Bank 
retorted. 

This exact point arose in a recent 
case decided by the Arkansas Supreme 
Court and reported in 223 Southwest- 
ern Reporter, page 29, where the court 
decided that the circumstances but- 
lined above do not constitute such 
negligence as to render the telegraph 
company liable, and decided against 
the bank. 


Tenth National Foreign 
Trade Convention 


HE tenth convention of the Na- 

tional Foreign Trade Council will 
be held in New Orleans May 2 to 4. 

The convention will devote special 
attention to the European situation, 
the part played by imports in our 
national life, and transportation by rail 
and water. Group sessions will deal 
with the practical details of export 
sales management, finance credits and 
advertising, with particular consider- 
ation of problems affecting the Gulf 
Coast and the Pacific. 


State Associations 


HE conventions of the North 

Carolina, South Carolina and Vir- 
ginia Bankers Associations will be held 
respectively at Pinehurst May 3-5, 
Greenville June 19-21 and Richmond 
May 24-25. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH ,U.S A. 
FORM 
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1rsT of all, the 66,000 stockholders 
F ving in every state in the Union, 
the provinces of Canada and 21 foreign 
countries. Of the 44,049 common 
stockholders, 37,109 own 100 shares or 
less; 13,544 own Io shares or less. 

One out of four, or 11,244 stock- 
holders, is a woman. 

The General Motors family is made 
up of 66,000 stockholders, over 100,- 
ooo employes, and 12,500 dealers. 
This does not include the employes of 
dealers, distributors, garages, service 
stations and repair shops which serv- 
ice General Motors products. 


BUICK + CADILLAC +- CHEVROLET - 


Hyatt Roller Bearings 


Klaxon Warning Signals 


Who is Interested 
in General Motors? 


cA booklet entitled “Facts anv Ficures” will be mailed if a request is directed 
to the Department of Financial Publicity, General Motors Corporation, New York 


GENERAL MOTORS 


Delco and Remy Electrical Equipment + Harrison Radiators - New Departure Ball Bearings 
Inland Steering Wheels 
Brown-Lipe-Chapin Differentials and Gears + Jaxon Rims 
Lancaster Steel Products 
Delco-Light Power Plants and Frigidaire 


- General Motors Acceptance Corporation finances distribution of General Motors products * 


- General Exchange Corporation furnishes an exclusive insurance service for General Motors dealers - 


More than 3,000 different business 
firms in the United States and Canada 
furnish the raw and finished materials 
which enter into the manufacture of 
General Motors products. 


When you think of the families sup- 
ported by these 3,000 concerns, the 
families supported by the concerns 
from which they in turn buy ma- 
terials, and the families in the 33 cities 
where General Motors has plants, 
you realize that everybody who is 
dependent upon American industrial 
prosperity has a direct or indirect in- 
terest in General Motors. 


OAKLAND OLDSMOBILE GMC TRUCKS 


AC Spark Plugs—AC Speedometers 
Fisher Bodies 
 Jacox Steering Gears 
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“Here’s Simpson for $2500, due May 11th” 


Acustomer of a certain Pennsylvania bank 
applied for a $1000 loan. The cashier had 
to go through all the notes in his note-file 
to find out just what amount the customer 
already owed the bank. It was embarrass- 
ing for the customer and lost time for the 
cashier. 


This incident emphasized the need for 
better liability records that would give all 
the information required at once. The 
cashier asked a Baker -Vawter man for ad- 
vice and found that the solution of his 
problem layin the Quintuplicate Loan 
System. 


Now, when an applicant asks for a loan, 
the cashier can get his current liability and 
maturities in a moment. And his loan rec- 
ords are simple and more easily kept than 
before. 


“Say, Mr. Johnson, aren’t you reading this 
Simpson’s name pretty often?”’ 

One of the directors interrupted the cashier 
in his reading of loans and discounts. 

“Oh, he’s all right,’’ replied Johnson. “ He’s 
good for five or six thousand and we’ve loaned 
him only—uh—lIet’s see—”’ 

The cashier began leafing through the note-file. 

The inquiring director was a new one. He 
wondered why such information wasn’t tabulated. 
No one could tell him. 


Later they were astounded to find that J. W. 
Simpson had borrowed over twelve thousand 
dollars. 


OW quickly, in your bank, can you tell a bor- 

rower’s total liability—direct and indirect; 

or the availability of the bank’s funds, today or 
ninety days hence? 


The Baker-Vawter Quintuplicate Loan System 
gives such information instantly and safeguards 
the bank against the over-extension of credit. This 
easily kept system has shortened loan record rou- 
tine for many banks. The five essential records of 
a loan are all made quickly, at one writing—the 
liability ledger (direct and indirect), maturity 
tickler, numerical register and note notice. 

It is one of several Baker-Vawter bank methods 
which pay for themselves in prevented mistakes 
and saved clerical effort. Ask the Baker-Vawter 
man about it, or write our nearest Branch Office. 


BAKER-VAWTER COMPANY 


General Offices: Benton Harbor, Michigan 
We serve and sell direct - Our own offices in 55 cities 
Manufacturing Plants at 
Benton Harbor, Mich. - San Francisco, Cal. 
Holyoke, Mass. - Kansas City, Mo. 


Originators and Manufacturers Loose Leaf and Filing Equipment 
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